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Metropolitan Life now has some 
3,000 agents who have no debits and 
sell no industrial 
business but who 
accounted for 
more than a billion 
dollars of 1959 
sales, or about 
25% of the compa- 
ny’s total regular 
ordinary business, 
President Cecil J. 
North told mem- 
pers of the Cana- 
dian Life Insur- 
ance Officers 
Assn. at their 
meeting in Toronto. 

Except for the Metropolitan people 


tquitable Will Use 
Social Research In 
Product Development 


“It seems clear that a small group 
of social scientists can now contribute 
additional valuable knowledge that 
could lead to new life insurance prod- 
ucts and practices,” James F. Oates 
Jr, president of Equitable Society, 
said in announcing the appointment of 
John W. Riley, chairman of the soci- 
ology department of Rutgers Univer- 
sity, as 2nd vice-president and Equi- 
table’s director of social research. 

Mr. Riley’s appointment will become 
effective Sept. 1. He will serve as a 
consultant until then. 

Mr. Oates said that the decision to 
retain Mr. Riley was based on man- 
agement studies conducted over the 
past few years by a group made up of 
faculty members of the Harvard grad- 
uate school of business. 

“This innovation in Equitable—in- 
deed, in the life insurance industry as 
a whole—arises from our desire to 
study scientifically the security needs 
of all Americans,” Mr. Oates said, 
explaining that Mr. Riley will “have 
broad freedom in exploring the chang- 
ing pattern of life in America. It is 
conceivable to us that social scientists 
today may carry the same potential 
for the development of the future as 
the physical scientists did half a cen- 
tury ago.” 

Mr. Riley’s chief duty will be to 
develop and direct a program of basic 
research in the social sciences with a 
mall, highly skilled staff. Studies will 
te conducted in the home office and 
in university centers throughout the 
country. 

“In time, it is our hope that various 
Equitable departments will adapt Dr. 
Riley’s findings in drawing up life 
Msurance services geared to the sci- 
ntifically established needs of Amer- 
ans in all walks of life,” said Mr. 
Oates, 

Mr. Riley’s research findings would 


Cecil J. North 











present, few of Mr. North’s listeners 
had previously realized the extent to 
which Metropolitan has been building 
up its non-debit sales force. 


Due To Ordinary Market 


These agents are called by the com- 
pany “Metropolitan insurance con- 
sultants.” Development of this cate- 
gory of agents, said Mr. North, was 
due largely to the development of the 
ordinary market. The purpose was to 
help the company develop the growing 
market for larger ordinary policies— 
“a better educated market with differ- 
ent and more complex needs,” he said. 

These agents, said Mr. North, “are 
not intended to replace our debit oper- 
ation, which is of major importance to 
us, but to supplement it.” 

“The basis of this ordinary sales 
force is unique,” he said. “All of our 
consultants start as regular agents and 
have had debit experience. This has 
many advantages. They can be housed 
and trained in existing debit offices— 





Hammel Reports 
On Year Of Action, 
Progress For NAIC 


SAN FRANCISCO—In his presi- 
dential report at the annual meeting 
of National Assn. of Insurance Com- 
missioners, Paul Hammel of Nevada 
declared that “claimed weaknesses in 
state regulation, whether justified or 
not,” are being given prompt atten- 
tion and action. He offered as an ex- 
ample the appointment of a subcom- 
mittee of the A&H committee to in- 
vestigate and report here on the charge 
that exhorbitant fees are being paid 
by some concessionaires at airports 
for the right to sell trip accident in- 
surance. 


Affirmative Action Taken 


Affirmative action was taken by 
NAIC in connection with the hearings 
of the O’Mahoney subcommittee of the 
Senate that is investigating insurance. 
Briefs have been submitted in behalf 
of the association, but Mr. Hammel 
commented that the situation remains 
in a “fluid state and will not be set- 


tled for months and possibly years to 
(CONTINUED ON PAGE 12) 





be carefully weighed by Equitable 
departments, Mr. Oates added. “As 
new ideas relating to life insurance are 
brought to my attention, or before 
Equitable’s general policy committee, 
they would very likely be passed on to 
operating departments to determine 
their feasibility. 

“If possibilities inherent in these 
new ideas are then confirmed they 
might go into development and imple- 
mentation by the departments them- 
selves. In this way Equitable would be 
tapping additional scientific resources 
for product development to augment 
our present facilities.” 


Met’s 3,000 Ordinary-Only Agents 
Wrote More Than $1 Billion In °59 


which reduces expenses and’ avoids 
conflict with the regular agents. We 
are assured of demonstrated ability in 
our appointees. As a result, our turn- 
over in this group of ordinary under- 
writers is less than one-quarter of 
what has been accepted as ‘normal.’ ” 

Mr. North said that with the same 
thought in mind—capitalizing on the 
expanding opportunities for the better 
ordinary policies and studying the 
company’s distribution procedures gen- 
erally—Metropolitan set up a new 
unit, called the market analysis and 
sales development division. 

“This group,” he said, “devotes its 
entire attention not only to studying 
our present field operation but to 

(CONTINUED ON PAGE 16) 


Ask Tax Ruling On 
Foreign Insurer's 
Business From U.S. 


The Treasury Department has been 
asked to rule on whether a foreign 
insurer writing reinsurance on U. S. 
business is tax free on that business 
or owes 30%, payable by the U. S. pur- 
chaser of such reinsurance. O. A. 
Fountain disclosed the move in his 
testimony before the Senate anti- 
trust and monopoly subcommittee in 
Washington. The subcommittee is in- 
quiring into the operations of foreign 
insurers in the U. S. Mr. Fountain is 
counsel for the credit insurance divi- 
sion of American National of Dallas, 
whose writings are confined to life 
and A&sS. 

However, another witness, Paul L. 
E. Holliwell, general counsel of Amer- 
ican Bankers Life and American 

(CONTINUED ON PAGE 7) 





NAIC Annual Draws 
1,500; Beery Will 
Become President 


Parker Advanced To V-P; 
Model Bill For Credit 
Life And A&S Offered 


By JOHN BURRIDGE 


SAN FRANCISCO—The charms of 
San Francisco, interest in the prob- 
lems of the business, curiosity as to 
what problems of the business might 
be on display, and the charms of San 
Francisco combined to produce a rec- 
ord 1,500 turnout for the annual meet- 
ing here of National Assn. of Insur- 
ance Commissioners. 

A good deal of the interest went to 
the attack on Director Gerber of II- 
linois emanating from the O’Mahoney 
subcommittee of the Senate. Mr. Ger- 
ber is vice-chairman of the executive 
committee and it was anticipated he 
would advance to chairman and thus 
go into line for the NAIC presidency. 
However, he is not running. He ex- 
plained that his decision is dictated 
by considerations other than the alle- 
gations of Stewart Hopps that Inter- 
national Guaranty of Tangier was put 
on the list of approved surplus line 
companies in Illinois as a return of a 
favor. 


Little Adverse Reaction 


Another matter of interest was the 
submission of a model fire and cas- 
ualty rating bill by National Assn. of 
Independent Insurers. There seems to 
be little adverse reaction, except from 
some agents. When he presented the 
NAII proposal, Vestal Lemmon, gen- 
eral manager, described it as a mid- 
dle-of-the-road plan, and it apparent- 

(CONTINUED ON PAGE 22) 








E. B. Mitchell Jr., architect of the Philadelphia architectural firm of Mitchell 
& Giurgola Associates, left, explains his ideas about the design of the new 
home of American College and American Society of CLU at Bryn Mawr, Pa. 
His audience, at the site of the new building, consists of, from left, Joseph R. 
Farrell, contractor; Dr. S.S. Huebner, president emeritus of American College; 
Joseph H. Reese, chairman of the CLU building committee and general agent of 
Penn Mutual at Philadelphia, and Renaldo Giurgola of the architectural firm. 
Excavation work for the building has already begun. 











FeNATIONAL UNDERWRITER 


Manpower Aims Are Gives Program For A&S Insurers 
If Federal Attempts Are Blocked 


Reviewed By LOMA 
In N. Y. Seminar 


The proper use of manpower can 
only come as the result of planning, 
effort and expense, according to speak- 
ers at the annual seminar of the Soci- 
ety of Life Office Management Assn. 
Graduates held in New York City. 
Among those addressing the meeting 
were Edmond H. Curcuru, chairman 
of the department of industrial man- 
agement at Miami University, Oxford, 
O.; Rawley D. Lucas, assistant to the 
superintendent of the policy change 
division, New York Life, and Werner 
Lederer, associate educational director 
of LOMA. 

Mr. Curcuru said that imaginative 
planning and cooperation of the sort 
that now go into product development 
were necessary to cure problems in 
manpower development. Clearcut de- 
velopment objectives based on the 
needs of the organization should be 
set up as the first step in the solution 
of the problem, he said. 

“A company’s self-perpetuation ob- 
jectives will be successful only to the 
degree of success obtained in develop- 
ing its employes,” he added. 

Mr. Lucas told LOMA graduates 
that the case study technique initiated 
at Harvard Business School has been 
successfully used by New York Life 
as a way to encourage trainees to 
express themselves confidently. Stu- 
dents in the New York Life orienta- 
tion program have to write up each 
week proposed solutions to improvised 
problems. Then notes are compared in 
a discussion period. The trainees in 
the course are mostly taken directly 
from college. 

In the case system many of the 
trainees “are forced to defend and 
expound upon their ideas for the first 
time,” Mr. Lucas said. 

Another technique that has proved 
successful is the use of an observer in 
each class. This leaves the instructor 
free to concentrate on teaching, while 
the observer gets student reaction. 

Mr. Lederer gave the meeting an 
idea of the multiplicity of LOMA 
activities in education and publishing 
in recent years. This year, he said, 
14,000 students from 500 companies 
have taken 25,000 examinations. 





NEW ORLEANS—It is questionable 
that a full-blown public relations and 
advertising pro- 
gram would effec- 
tively educate the 
public to the dang- 
ers, costs and in- 
adequacies of na- 
tionalized health 
insurance but 
there are some 
other steps. that 
should be taken 
“if we are fortun- 
ate enough to 
avoid health in- 
surance legislation 
this year,” Ardell T. Everett, 2nd vice- 
president of Prudential, told Life In- 
surers Conference at its annual meet- 
ing here. 

Steps suggested by Mr. Everett were 
these: 

1. All companies writing health 
coverages should discontinue termin- 
ating policies for deterioration of 
health. “They must broaden benefits 
and coverages for ages above 65, in- 
cluding both individual and group 
lines,” he warned. 

2. A&S insurers should, to the de- 


Nevada's Ordinary 
Sales Gain In April; 
Leads Other States 


Nevada led the other states in per- 
centage increase in ordinary sales dur- 
ing April, with Maine in second place 
and West Virginia in third, according 
to LIAMA. Respective percentage in- 
creases were 33%, 18% and 13%. 

Hawaii was ahead for the first four 
months with a gain of 24%. In second 
place was Nevada with an increase of 
22%, and third place was held by 
Arizona with 12%. 


A. T. Everett 





California Life has increased to 4% 
the discount rate allowed on premiums 
paid in edvance. The rate has been 
214%. The discount is on the sum of 
all future premiums up to $50,000 from 
any one person and not more than 10 
years in advance. 








Coffee Mills, Ltd., Lampala, Uganda. 


Government and financial leaders from several 


i 


African countries are pic- 
tured during their visit to the home office of Equitable Society to learn how a 
United States insurance company does business. Grant Keehn, senior vice-pres- 
ident is shown greeting Besweri K. Mulyanti, managing director of Bulmeezi 


Others from left are Harlan A. A. 


Ejueyitchie, senior assistant secretary, public administration, Western Nigeria; 
David O. Agbeja, assistant registrar of Cooperative Societies, Western Niyeria; 
Hassan Mohamed Hassan, director of the department of industry, transportation 
and communications, Somalia; Mr. Keehn; R. I. Nowell, Equitable vice-president 
and economist; Mr.: Mulyanti; Joseph M. Beckley, official secretary to the 
commissioner for Western Nigeria; Frederick R. J. Williams, permanent sec- 
retary of the Min'stry of Natural Resources, Uganda, and Samuel M. Kulubya, 


secretary and dir: 


xt, Coffee Processing Co., Uganda. 





gree practicable, educate their staffs 
on the issues involving voluntary in- 
surance and encourage their participa- 
tion in public forums. 

3. These insurers “should join with 
the forces of voluntary enterprise in 
an all-out effort to offset the propon- 
ents of complete centralized govern- 
ment who would destroy the dignity 
and responsibility of the individual.” 
Such movements are starting, he said, 
participants including chambers of 
commerce, associations of manufactur- 
ers and retailers, professional societies 
of medicine, dentistry and law; farm 
bureaus and many other organizations. 

“Unless responsible citizens are 
stirred to action,” said Mr. Everett, 
“the state conferences on aging will 
be held without authoritative repre- 

(CONTINUED ON PAGE 9) 


Insurance People 
Shocked To Hear 


Gerber Accused 
By JOHN C. BURRIDGE 


SAN FRANCISCO—Company peo- 
ple and commissioners and depart- 
ment personnel attending the NAIC 
meeting here were set back on their 
heels by the release to the newspa- 
pers of testimony from the O’Mahoney 
subcommittee of the Senate that re- 
flected on the integrity of Director 
Joseph Gerber of Illinois. Stewart 
Hopps, formerly head of the Rhode 
Island, which became involved in some 
sorry publicity, told a subcommittee 
of the U.S. Senate that International 
Guaranty of Tangier was put on the 
list of approved surplus line companies 
in Illinois by Mr. Gerber as a result of 
an alleged reciprocity of favors. The 
statement and its implications were 
given nationwide newspaper publicity, 
and coming just at the opening of the 
annual meeting of National Assn. of 
Insurance Commissioners, cast a sha- 
dow over the convention. 


O’Mahoney’s Motive? 


In some quarters it is felt that Sen. 
O’Mahoney might have had a motive 
in letting out damaging statements 
about one of the leading state insur- 
ance commissioners. Many others in 
the business cannot understand what 
purpose is served by a gratuitous at- 
tack on a commissioner known to be 
dedicated to principle. 

When the news of Mr. Hopps state- 
ment broke in San Francisco, the 
insurance people were shocked. This 
reporter did not talk to a man who is 
not in Mr. Gerber’s corner. 





Overcame Handicap 


When Mr. Gerber was named in- 
surance director of Illinois, with the 
support of the brokers and _ the 
crossed fingers of the companies, he 
took over a department that had sunk 
to the lowest level. Illinois stands to- 
day as a leader in insurance regula- 
tion. Mr. Gerber overcame the han- 
dicap of starting from less than 
scratch to achieve a reputation for 
fair dealing, honesty and willingness 
to devote himself to the whole cause 
of insurance—not just Illinois. He has 
served as chairman of a number of 
committees of NAIC, as a leader in 
the effort to enact rules for credit in- 
surance and as head of the subcom- 

(CONTINUED ON PAGE 8) 
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LIC Observes 50th 


Anniversary; Dobbs 
Elected President 


” By GEORGE E. WOHLGEMUTH 


NEW ORLEANS—The 50th anni. 
versary meeting of Life Insurers Con. 
ference was an occasion for a reap. 





John T. Acree Jr. 


R. H. Dobbs Jr. 


praisal of the unique position of the 
conference in the industry and a re- 
statement of its founding principles. 
Attendance was 392, close to an all- 
time high, with 78 companies repre- 
sented. 


Dobbs Succeeds Acree 


R. Howard Dobbs Jr., president of 
Life of Georgia, was advanced from 
Ist vice-president to president, suc- 
ceeding John T. Acree Jr., president 
of Lincoln Income Life. Guilford 
Dudley Jr., president of Life & Cas- 
ualty, is the new member of the of- 
ficial family as secretary. Charles E. 
Phillips, president of Equitable Life, 
D.C., becomes Ist vice-president and 
W. R. Lathrop Jr., president of South- 
ern Life & Health, 2nd vice-president. 

Elected to three year terms on the 
executive committee are, H. T. An- 
derson, executive vice-president and 
treasurer, Bankers Health & Life; 
Charles H. Kendall, executive vice- 
president, Washington National, and 
William S. Corey, executive vice-pres- 
ident, Provident Indemnity Life. 

The conference enters its 51st year 
of operation with 91 members having 


$74,070,752,830 insurance in _ force; 
$11,648,061,653 assets; $2,152,058,773 
premium income; 67,077,485 policies 


in force; 75,932 field men, and 31,156 
other employes. 


President’s Report 


Following a special study by two 
committees on the place and growth 
of the conference in the industry, Mr. 
Acree, in his report as president, said 
that the same _ prerequisities and 
method of processing used in building 
the current high standards of mem- 
bership would be retained. “In order to 
preserve unity of purpose and _ the 
compatibility of operation of the pre- 
sent membership, however, streng- 
thened consideration will be given as 
to ‘cornmunity of interest’ in the type 
of business done and lives written,” 
he stated. 

When the conference began in 1910, 
there were 18 companies represented 
with a total premium income of $3% 
million. This has grown to the present 
impressive proportions. 

In outlining activities of the past 
year, Mr. Acree cited the special con- 
ference tax seminar held in Atlanta 
and the third seminar in company op- 
eration at Savannah sponsored by the 
conference, which both supplied valu- 
able and needed services to members. 

Mr. Acree took up three develop- 

(CONTINUED ON PAGE 10) 
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LIFE INSURANCE EDITION 


Cash Earnings 
$11,508.96 
my first full year 


Raleigh, North Carolina 
May 5, 1960 


+ 





J. FRANK STRAWN 


Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


In a few minutes I leave for the Castle in the Clouds, Lookout Mountain, 
Tennessee, to attend the first Franklin Million Dollar Conference, as a charter 
member. This is just one of the many wonderful things that has happened 
to me since joining Franklin. 

As you know, before coming to Franklin I was manager of a prosperous 
wholesale electric and plumbing supply business. But when Manager Henry 
Grady called on me and presented the President’s Plan, I fell in love with it 
and decided to join forces, even though it meant giving up all I had built. 

Last year—my first with the Franklin—I ranked 16th nationally with net 
paid volume of $1,025,701 and cash earnings of $11,508.96—not including de- 
ferred commissions. 

My income continues to soar. In the first three and one-half months of 1960 
cash commissions have amounted to $6,845.96, and I expect to double my first 
year’s income. 

A General Agent since first of the year, I was afraid that organization work 
might reduce personal production. The reverse is true. I was named Frankiin 
Man of the Month for March with total volume of $334,335—every sale a 
Franklin special. 

My February and March production qualified me for Franklin’s exclusive 
Key Club, with annualized premiums in excess of $7,200. Since January I have 
recruited five new Franklinites—and all of them are in production. All this 
may sound fantastic—and it would be, except for Franklin specials. 

Believe me, my family and I are happier today than we have ever been. Yes, 
Franklin IS indeed our “NEXT PASTURE.” 


Cordially, 
Frank Strawn 


An agent cannot long travel at a faster gait than the company he represents! 
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ba RAN TKILION IDF company 


CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Six Hundred Million Dollars of Insurance in Force 
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Some problems, like this one 
3x 104+ 2=>32 
are easy to solve. 
Others, like this 


A=K+£ x (CK) 
1 


present considerable difficulty because their solution re- 
quires specialized knowledge. 

When a knowledge of the trade union market would 
help solve your underwriting problems call on the Company 
backed by 32 years of successful experience in underwriting 
Group Life and all forms of Accident and Sickness insurance 


for welfare funds and local unions. 


THE UNION LABOR LIFE INSURANCE COMPANY 


HOME OFFICE 
New York 21. N. Y. 


EDMUND P. TOBIN 


President 


200 East 70th St. 
a 











works for me! 


* Security's Planned Agency Development Program 


“SPAD has directly helped increase my production be- 
cause it places emphasis on the ‘how’ and provides 
result-proven audio-visual aids. SPAD is geared to the 
individual and permits me to use it most effectively in 
each particular instance.” 


With SPAD, you know where you’re going...today 
and tomorrow! 






OF DENVER 


SECURITY LIFE BUILDING 
DENVER 2, COLORADO 


SECURITY 


LIFE & ACCIDENT CO 








Stuart C. Ferris, C.L.U. 
gerc ‘vesident 














Newark CLUs Told That 
Competition Of Mutual 
Funds Are Overrated 


George G. Joseph, 2nd vice-presi- 
dent of New England Life, speaking at 
the distinguished service award lunch- 
eon of the Newark CLU chapter, sug- 
gested that life agents in metropolitan 
areas, especially New York City, are 
perhaps too much aware of the com- 
petition from other financial institu- 
tions for the consumer’s investment 
dollar. 

Perhaps, he said, life agents have 
been brainwashed to the point where 
they have taken the defensive and 
have really not been agressive enough 
in selling the values of the life insur- 
ance contract. 

Mr. Joseph said he had recently re- 
turned from a trip to the midwest 
where he talked to New England Life 
agents in Topeka, Omaha and St. 
Louis. Agents in these areas, he said, 
are “selling a lot of life insurance and 
making money in small towns, in 
smaller and perhaps less sophisticated 
cities. The thing that interested me is 
the fact that even though the mutual 
fund salesmen and the other invest- 
ment salesmen have been giving them 
competition, it seems that sales of life 
and retirement income contracts, in 
proportion to term, are much higher 
than in metropolitan areas.” 

Mr. Joseph, referring to an article 
in the Wall Street Journal, in which it 
was pointed out that many mutual 
fund salesmen are unqualified part- 
timers, said he wondered “How many 
times we have asked prospects of ours 
who are interested in mutual funds 
if they have looked into the back- 
ground of the men who are trying to 
sell them.” 

During the luncheon, C. Vernon 
Bowes, general agent of New England 
Life, was presented with the distin- 
guished service award, a sterling sil- 
ver bowl, for contributions that have 
“raised the professional standing of 
the industry as a whole.” 

Officers elected at the meeting were 
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28% Stock Dividend 
For United Of Chicaco, 
Capital To $10 Millicn 


Directors of United of Chicago have 
approved a stock dividend of 28%, to 
be paid Aug. 1 to stock of record June 
30. The proposal will be submitted for 
approval by stockholders at a meeting 
June 14. 

By the payment of the contemplate 
stock dividend, United will increase its 
stock to 2,400,000 shares which wij] 
result in paid up capital of $6 million, 

The directors also voted to increase 
authorized capital to $10 million, com. 
prising 4 million shares at $2.50 par, 
of which 1,600,000 shares would repre. 
sent treasury stock. 


Suicide Clause Invoked 
In Insurance Of Man Who 


Died In Exploding Plane 

NEW HAVEN—The suicide clause is 
being invoked by Occidental Life of 
California in connection with the claim 
on $500,000 of life insurance carried 
by Julian A. Frank, who was killed 
in a plane crash with 33 others near 
Bolivia, N. C., Jan. 6. The case is being 
tried in federal court here. 

An investigation indicated that an 
explosion aboard the plane, operated 
by National Airlines, caused the crash. 
Mr. Frank’s body was found about 20 
miles from where the plane crashed. 
He carried a total of close to a million 
dollars of coverage in several compa- 
nies. 





Sanford H. MHarmelin, Manhattan 
Life, Newark, president; Arthur 
Schechner, broker, Newark, lst vice- 
president; Frederick G. Kirkland, 
Home Life of New York, Chatham, 2nd 
vice-president; Benjamin J. Bucca, 
Prudential, New Brunswick, secretary, 
and Franklin A. Stone Jr., Mutual 
Benefit Life, Newark, treasurer. Trus- 
tees elected were Joseph S. Flanagan, 
Life of North America, and Matthew 
E. Thompson, Metropolitan, both of 
Newark. 





SIXTEEN YEARS NINE YEARS 
Finck Dorman M. A. Kennedy 
Nate Kaufman A. M. Klinefeiter 
FIFTEEN YEARS D. E. Plunkitt 
Jim Fusco E. Lowell Rife 
Ernest Herzog 

E. T. Russell EIGHT YEARS 


FOURTEEN YEARS J. H. Ardrey, dr. 


Francis Davis John Botti 
D. R. Johnson R. A. Mitchell 
THIRTEEN YEARS W.-H. Plymate 
; V. C. Reed 
Louis M. Carr © cane 
ELEVEN YEARS ethics 
E. K. Druart SEVEN YEARS 
Russell Farmer Guy Fairfield 
C. B. Ingram, Jr. W. Art Lon 
A. R. Meyer 9 
TEN YEARS SIX YEARS 


James B. Lee 
Joe Rowekamp 
M. J. Shanley 


Harry Fleenor 
Curt McClelland 
Ken Sheppard 





WALTER H. HUEHL, President 


Wn ds ANApo is Life 


INSURANCE 


A Mutual Company: Founded 1905 + 


congratulations... 


INQ2A\ WINNERS 


“Quality’”’ has been our goal since organization. We congratulate our winners 
of the coveted National Quality Award honor. 


ARNOLD BERG, C.L.U., Agency Vice-President 


FIVE YEARS Tom O’Haver 
H. O. Dean F. D. Patterson 
M. E. Race Don Remington 
Ruth Russell 

R. J. Schwab ONE YEAR 
David Gallagher Gene Bennett 
FOUR YEARS Carroll Bryant 
Gene Tharpe C. J. Hynes 
Marion Henry Charles Keaton, dr. 
J. Ronald Scharer Carl Luken 
Lloyd Sellers Noel Manning 
THREE YEARS = fV“rett May 
Edward Biering F. ‘. O'Leary 


Harold Howenstine 


Gton Mace Robert Stallard 


John Simms, dr. 


Gordon Meisner David Stine 
Hayden Parker Ken Urso 

Jack Peckinpaugh Roy L. Vinson 
TWO YEARS Jack Watson 
Richard Carey Don Wendt 
Louis O. Carr Howard Wallin 





COMPANY 


1B atents0otss ole) bt arse Bolent.e ets 





OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, Pa., S.D., Tenn., Tex., W..Va.,Wis. 
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“a Modern 
= Guaranteed Cost Policies 
for every purpose, 
every need 
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SINCE 1865 
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THE TRAVELERS 


Insurance Companies 


HARTFORD 15, CONNECTICUT 








Life Insurance in Force... More than 25 Billion Dollars 


Va.,Wis. 
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out in front 











® A Bankerslifeman is our contact with the public. The impression 
° he creates is a reflection upon himself ... our Company . . . and 

the entire insurance industry. He is truly the man who is “out 
© in front.” 
e 

This is why we carefully choose and thoroughly train every 

° Bankerslifeman. He is taught to take a professional view of his 
e work—service becomes his watchword. He is given a thorough 

knowledge of life insurance and its many uses so he may have 
° both the desire and the skill to give competent counsel and 
e service. 
@ 

A Bankerslifeman knows he is “out in front” in another way— 

6 he knows his Company is one of the true pioneers in developing 

new ideas to fit the changing needs of the public. He is proud to 
. say he was the first to carry the now popular Guaranteed Pur- 
® chase Option and the Wife Protection Rider in his brief case. 
ad @ 

BANKERS COMPANY 
e 

DES MOINES, IOWA 
e 
- . THOUSANDS NOW IN USE! |” 
the R & R PRE-INDUCTION TEXT 
It covers: 


information 
inspiration 
motivation 


The Career of Life Insurance Salesmanship 

The High Standards of Life Insurance 
Salesmanship 

How Life Insurance Solves People’s 
Problems 

Where Sales Come From 

How You Learn to Sell 

The Importance of Personal Efficiency 





Completion of the TEXT with its revealing 
questionnaires will tell you things about 
your man you couldn't possibly learn in any 
other way—will help you better determine 
his fitness for the business before you have 
invested time and money in training and 
financing. 





Prices: 1-4 copies, $2.90 each; 5-24 copies, ' 
$2.75 each. Larger quantity prices on request. t 4G 
PROCEDURE MANUAL for use by home 
office agency executives, general agents and 
managers also available. / 


Price: $1.25 each. Net. 4 | 
RESEARCH & REVIEW SERVICE 


of America, /nc. 


HILBERT RUST, C.L.U. 
INDIANAPOLIS, INDIANA 





President 1 











Wis. Life Men Elect; 
Hear Inflation Talk 


Wisconsin Life Insurance Leaders 
Round Table has elected Palmer F. 
Daugs, National Life of Vermont, 
Lake Mills, chairman and Sidney A. 
Levner, Prudential, Milwaukee, vice- 
chairman. Roland E. Meissner Jr., New 
York Life, Milwaukee, was named to 
the executive committee. 

Commissioner Charles Manson, the 
principal speaker, was unable to at- 
tend the election meeting because of 
illness. His talk was read by Joseph 
L. Agnes of the Wisconsin depart- 
ment. Mr. Manson pointed out that 
inflation is the biggest single threat 
facing the life agent today, as evi- 
denced by the rising saies of term 
policies and decreasing desire for ‘cash 
value” life insurance. “Is it not true 
that the life insurance industry will 
have to face up to inflation and do 
more than just advertise against it?” 
he queried. 


Urges A Lobby 


He urged the life industry to lobby 
actively against inflation and said com- 
panies should encourage and educate 
the public to write their legislators in 
Washington as to their feelings about 
the effect of inflation on the economy 
of the nation. “Congress has it within 
its power to stabilize the purchasing 
power of the dollar and halt inflation. 
Let us make our wants known,” he 
stated. 

Mr. Manson also suggested: ‘Why 
not develop a level premium. policy 
which anticipates inflation and pro- 
vides for it in increasing benefits at a 
future maturity date?” 


Ohio State Life Hits 
$500 Million In Force 


Ohio State Life has attained the $500 
million milestone of insurance in force. 

President Frederick E. Jones said his 
company is “ready to step out among 
the giants of the industry ... Our com- 
mission schedules also will keep 
abreast with the best.” 


The Gilles agency of Columbus, O., 
led General American Life in individ- 
ual sales in April. Fred R. Sale, St. 
Louis, led all agents in individual 
production. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 























135 S. La Salle St., Chicago, May 31, 1960 
Bid Asked 
$ $ 
Aetna Life 79% 83 
Beneficial Standard... 14% 16 
Business Men’s Assurance 4342 46 
Cal.-Western States ............. 5734 
Commonwealth Life ...... 21% 
Connecticut General ......... 328 
Continental Assurance 150 
an Vi 8112 
Great Southern Life ...........000.0.. y 68 
Gulf Life 4 19% 
Jefferson Standard ........ceee Y, 41 
Liberty National Life y 55 
Life & Casualty ...... 1642 18% 


Life of Virginia ........... . 50 53 
Lincoln National Life - 
National L. & A. .... 











North American, Il 12% 14 
Nw. National Life .. 99 106 
Ohio State Life ........ . 44% 48%, 
TN Ie Te onesies scsesessscssccserszeccsseses 6042 65 
Old Republic Life .............ccecee 1434 16% 
Republic Nationa} Life ................ 35% 3742 
Southland Life ........ccc.scsccscsssscerees 83 90 
Southwestern Life .................0...0.. 48 5242 
Travelers 772 80 
United, Ill. 48% 51 
BY PMO sosasvesseseccassaisssstotocsindcensetaeotes 3842 40% 
Washington National 47% 51 
Wisconsin National Life ............ 34 38 
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Ill. A&S Underwriters 
Elect Serio President 


Salvatore Serio, Bankers L.&©., wj 1 
elected president of Illinois AéS Jy, that a Clos 
derwriter’s Forum at the May meeting 

Other new officers are William ) 
Bruce, Employees Life, Harvey Crajy 
Benevolent Association of Raily; 
Employees, and Fred Dirrick, Muni 
pal, vice-presidents; James Conwa : 

secretanf levy again 


Prudential, corresponding 


William Martin, Continental Assy, 
ance, recording secretary, and Chari 
Hass, Combined, treasurer. 
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A famous and useful sentence, that- 
because it contains all the letters of 
the alphabet, carefully assembled into 
a few well-edited words. 


In JEFFERSON NATIONAL, too, you'll 
find everything from A to Z—every. 
thing that’s timely and pertinent about 
today’s highly competitive life insu. 
ance business. 


@ Skillfully designed new Estate 
Builder plans that defy comparison. 


@ Guaranteed Insurability Rider. 


@ The finest Non-Can A & S and 
Hospitalization plans. 


@ Highly competitive Group portfolio. 
@ Motivating Audio Visual Films. 

@ A “Powerful Idea” Sales Track. 
@ Hard-hitting Direct Mail. 

@ Top Commission Contracts. 

@ Lifetime Renewals. 

@ Financial Assistance. 

@ Recruiting Bonuses. 

@ Field Training Seminars. 

@ Agent Group and Pension plans. 
@ Unexcelled Home Office support. 


a 


For details, wire or write 


BYRON C. JOHNSON 
Agency V.P. 
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Ask Tax Ruling On Foreign Insurers 


(CONTINUED FROM PAGE 1) 
Bankers Ins. Co. of Miami, testified 


that a close study of the same subject 


had convinced him that if the foreign 
reinsurer does not do business as in- 
surer or reinsurer within the U. S., 
and if the reinsurance contract is not 
executed within the U. S., the sole 
tax which the federal government may 
levy against any premiums ceded to 
the foreign reinsurer is the 1% excise 
tax under section 4371 of the internal 
revenue code. 


ers in foreign insurers, from the re- 
quirement of withholding under the 
1918 and 1921 revenue act provisions, 
which section 881 supercedes. 

He said he concluded there was 
grave doubt if this ruling would apply 
to the plan proposed by the life and 
A&S insurer clients since reinsurance 
could be easily obtained from domestic 
companies on the same terms as under 
treaties with foreign insurers. 

To get a ruling from the Treasury 
Department that would clear up this 


uncertainty, he stated, he and his as- 
sociates caused to be organized Scot- 
tish & General of Nassau. The company 
has been chartered and Mr. Fountain 
has submitted to the Treasury a re- 
quest for a ruling on the proposed plan 
of operation. The proposed reinsurance 
treaties are attached to the request 
for a ruling. He has advised his clients 
not to organize or acquire a foreign 
insurer until the ruling is handed 
down. The applicability of section 881 
to this type of operation should be 
more clearly defined, he said. 

Mr. Holliwell said that American 


7 


Bankers is primarily engaged in writ- 
ing physical damage coverages on au- 
tomobiles and mobile homes with pre- 
miums of more than $9 million a year. 
The company was interested in form- 
ing a foreign reinsurer to carry some 
of the catastrophe coverages. 

Other provisions of section 4371 im- 
pose an excise tax of 4% on specific 
policies of casualty insurance if issued 
in the specific name of insured, and 1% 
on specific life, annuity, and A&S 
contracts when a direct policy is is- 
sued to insured. 

He said that insurance premiums 


Late in 1959, Mr. Fountain told the 
subcommittee, clients who _ control 
large volumes of life and disability 
jnsurance requested his opinion on the 
legality and income tax effects of 
their organizing or acquiring the stock 
of insurers chartered in _ foreign 
countries so that their insurance might 
be written by a domestic company and 
by it reinsured to their wholly owned 
foreign companies. The latter would 
not be admitted to or engaged in busi- 
ness Within the U. S. 


“HEAR” 


Tax Advantages 


These clients pointed out, he said, 

that certain foreign countries do not 
tax the income of insurers domiciled 
there regardless of whether the in- 
come comes from insurance written 
in the domiciliary country or else- 
where, including the U. S. Also, it is 
possible to organize or acquire the 
stock of a company in these foreign 
countries at a very nominal capital, 
and such insurers under their charters 
can write or accept reinsurance of all 
types of insurance. 

The clients, Mr. Fountain said, were 
interested in the apparent tax free 
feature of such foreign corporations. 
Mr. Fountain said his investigations 
disclosed that a number of foreign 
countries do not tax earnings of insur- 
ers and that some of them provide 
charters for writing reinsurance on all 
classes of business. In some of them 
there is no provision for minimum cap- 
ital and surplus. 

He then looked at section 881 of the 
1954 internal revenue code which 
provides in substance that in the case 
d of every foreign corporation not en- 
gaged in trade or business within the 
U. S. there is imposed in lieu of other 
taxes a tax of 30% of the amount re- 
ceived from sources within the United 
oe States. Citizens who make the pay- 
ments to foreign corporations are re- 
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k. | quired to withhold this tax. 
He discovered a Treasury ruling ee a 99 = a 
(LT. 1359 C. B. 1922, page 292) that ff t p f | d t t g 
i a eae, oe omers true roressiona ictating 
able to obtain certain types of cover- a eI = 2 
ie trom domestic companies and transcribing sound and efficiency 
placing the risks through foreign brok- 
Foon Doctor, Lawyer, Office Chief... here is the soundest prac- fidelity, your secretary will hear and enjoy every word of 
} tice you can establish to end paper-work problems. your error-free dictation. Doctors and Dentists can play 
4 - LISTEN: StenOtape gives you the greatest clarity of their post graduate educational tapes on StenOtape and 
Levering Cartwright sound in the dictating field today. This 6% lb. compact enjoy superb playback quality. At the office, home or away, 
ns. unit, with its extremely sensitive microphone records StenOtape records everything up to 2 hours on one tape 
- INSURANCE STOCKS every word perfectly within a 30 foot radius. You can’ ...phone calls, conferences, dictation, 
: actually dictate comfortably from any point in the room. even music! Hear the StenOtape differ- $179 95 
Seated and relaxed, you can tape interviews with a patient ence now...it’s an exceptional value! nly 
Life-Fire-Casualty or client; and because of StenOtape’s unique sound- FULL YEAR GUARANTEE Federal Tax Included 
i, Check These Other Major StenOtape Features: AMERICAN GELOSO ELECTRONICS, INC. 





Cartwright, Valleau & Co. 





@ Accurate word-counter. @ Built-in Speaker. @ 4” high, weighs only 
614 lbs. @ Travels in handsome attache case. @ Low-cost accessories avail- 


251 Park Avenue South, Dept. 59, New York 10, N. Y. 
Gentlemen: Please rush, without obligation, illustrated 











1 i] 

1 [ 

r] [ 

r t 

1 ' 

J Members Midwest Stock Exchange able to cover every dictating-transcribing-recording situation. @ Precision ; booklet “The Facts About Dictating Machines.” I under- ; 
Board of Trade Building designed by Geloso, Europe’s largest integrated electronics manufacturer of 4 Stand that should I decide to purchase a StenOtape this = 

‘ - communication equipment. @ Sales and Service Coast to Coast. ; coupon entitles me to a lifetime supply (6 rolls) of reusable 

Chicago 4, Illinois 7 Magnetic Tape worth $15.00. * *Offer expires July 31, 1960 4 

WAbash 2-2535 Teletype CG1475 ' Name ; 
r] | 

You may telephone orders cellest. LIFETIME SUPPLY ' Address ; 
OF MAGNETIC TAPE } Addre 

um MAILTHIS COUPON NOW! :.City.-------.-. =. =.=. ~Zone. State 8 























a domestic corporation to a 
foreign insurer with no office or place 
f business in the U. S. under a con- 
tract of insurance made in a foreign 
country are not taxable in the U. S. 
(A.R.S. 723, I-1, C.B. 113). He con- 
cluded from his findings that Internal 
Revenue Service has never sought and 
does not seek to apply the withhold- 
ing provisions of 881 to insurance or 
reinsurance premiums remitted to a 


by 


foreign insurer not doing business in 
the U .S., under an insurance or rein- 
surance contract not made in the U. S. 
government 


the has never at- 
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tempted to impose a withholding tax 
upon remittances of reinsurance pre- 
miums abroad. 


Utah Rules On. Credit 


Insurance Are Rescinded 

The Utah department has rescinded 
its order of March 15 which required 
credit life and credit A&H rates be 
filed with the department, with de- 
partment approval of policy forms 
predicated on a 50% loss ratio, in- 
curred-written. 

The order 


was originally made 


known in February with a March 15 
effective date, but later on the depart- 
ment postponed the effective date and 
now the order is rescinded entirely, 
although the commissioner calls at- 
tention to a section of the Utah insur- 
ance code which states that insurance 
is affected with a public interest “re- 
quiring that all persons be actuated by 
good faith, abstain from deception, and 
practice honesty and equity in all in- 
insurance matters. Upon the insurer, 
the insured and their representatives 
rests the duty of preserving inviolate 
the integrity of insurance.” 






















Term-5, 10, 15, 20 
Year Convertible 
Term-Term to 65-5 
Year Renewable and 
Convertible Term-2, 
3, 4, 5 Year Initial 
Term. 


Discounted Premi- 
ums-—accepted on 
liberal basis—3.6% 
interest rate allowed 


es. 
Sy, 


Lou 













Riders-10, 15, 20 
Year Family Income 
and Family Income 
to age 65-10, 15, © 
20, 25 Year Decreas- 
ing Term-10, 15, 20 
Year Level Term—De- 
ferred Survivorship 
Annuity Rider. 


Excellent Dividends- 
with. interest current- 
ly credited on accu- 
mulations at 3.5%.* 


Limits 
up to $1,000,000 











Graded Premium Or- 
dinary Life-five year 
step-up plan—ideal 
for. the young pros- 
pect who wants to 
gradually acquire 
permanent insur- 
ance. 


Low Net Premiums 
And Net Cost-on a 
plans—for old 


Y¥ po y 


( erehas 


*Current 1960 rate, not guaranteed for the future. 


Connecticut 






You make the right move when 


Guaranteed Change 
Of Plan Clause-per- 
mits conversion at 
any time while pre- 
mium paying to a 
higher premium con- 
tract. 









Single Premium An- 
nuities-rates among 
the best offered by 
leading U.S. compa- 
nies-Immediate and 
Deferred Plans-Sin- 
gle and Joint Life 
























Gradation of Pre- 
mium by size-poli- 
cies $10,000 and 
over, $1.50 per $1,- 
000 less; policies 
$5,000 to $10,000, 
$1.00 per $1,000 
less. 


Lower Rates For 
Women-yet same 
dividends and cash 
values as for men. 















For Children—amount 

























































Mutual |Life 


INSURANCE COMPANY « HARTFORD 


Annual Premium An- 
nuities—high limits 
excellent cash val 
ues, dividends and 
optional settlements 





Progressive Under- 
writing—substandard 
up to 500%. 


















Conn Mu Matic-con- 
venient, systematic 
method of monthly 
premium payment 
by automatic deduc- 
tion from policyhold- 
ers’ regular checking 
accounts. 



















Insurance Builder 


automatically triples 
at age 16, quintuples 
at age 21-with no 
increase in premium. 










The Family Plan-cov- 
erage for the entire 
family. 
















Insurability Agree- 
ment-allows pur- 
chase of additional 
insurance at ages 
25, 28, 31, 34, 37 
and 40 without med- 
ical examination— 
available on most 
plans. 


Pension and Profit 
Sharing Plans—a pio 
neer in this field, 
CML offers many at 
tractive plans includ 
ing Simplified Ac 
ceptance (guaran 
teed issue basis) 























Flexible Settlement 
Options—with interest 
currently allowed at 
3.6% “-available by 
(of) a) dg [en am COmMOLO] g 010) 8) 
tions and partner 
ships on business 
insurance 


Wide Range Of Life 
And Endowment 
Plans-age 0 to age 
70. 
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Insurance People 
Shocked To Hear 
Gerber Accused 


(CONTINUED FROM PAGE 2) 
mittee to review regulation of rating 
laws. 

A criticism of insurance men of 
Mr. Gerber is that he is volatile, that 
he will blow up. But when he cools 
down he has the “right answer.” Not 
necessarily the answer that pleases a 
company the most, but the answer that 
the company and the department 
agree is fair. He had not been tough 
with the industry, but he has learned 
that he has to be tough. Internationa 
Guaranty, as a surplus line compa. 
ny, came recommended as well gy 
better than any company on the Illi. 
nois list. After all, there were direc. 
tors of the organization living in Chi. 
cago occupying places of prominence 
in politics and business. As Mr. Ger. 
ber said, he knew more about Inter. 
national Guaranty than any other 
company in the field, all the rest be. 
ing English. He knew some of the 
directors and he saw a bank state. 
ment. 

The feeling at San Francisco is that 
the Illinois director of insurance has 
been done dirt by Sen. O’Mahoney, 
The insurance people here who know 
Mr. Gerber do not take any stock in 
the statement of Mr. Hopps. They 
have not lost any of their faith in 
Mr. Gerber or any of their respect 
for him. 


Connecticut General has opened a 
Pittsburgh office for handling group 
insurance and group pension sales, 
service and claims in the Chamber of 
Commerce Building, 7th Avenue & 
Smithfield Street. ; 





JUNE 
INSURANCE OPPORTUNITIES 
$15,000 — $7,500 

S. West 

Life Training Mgr. ‘$15,000. 

East 

Pension Actuary $15,000. 

M. West 

A&H Prod/Und. Mgr. $11,000. 

M. West 

Life Jr. Actuary $10,000. 

East 

Life Asst. Agcy. Dir. $10,000. 

East 

Pension Specialist $10,000. 

N. West 

Group Manager $ 9,000. 

Rky Mt. 

Life Agcy. Supt. $ 8,000. 

M. West 

Group Underwriter $ 8,000. 

East 

Life Publications Supv. $ 7,500. 

M. West 

Group Life /A&H Supv. $ 7,500. 

M. West 

Group Sales Rep. $ 7,500. 

Two decades of service to the insurance 

industry. Your interests are best served 

by a personalized insurance placement 

service. Write for ‘HOW WE OPERATE.” 

All inquiries handled confidentially. 
FERGASON PERSONNEL 

INSURANCE. PERSONNEL. EXCLUSIVELY , 

330 S. Wells Chicago 6, Illinois 

HArrison 7-9040 
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Offers A&S Insurer 
Program If Federal 
Action Is Blocked 


(CONTINUED FROM PAGE 2) 
sentation from business and the pro- 
fessions. The conferences will be a 
hollow mockery, since the format will 
pe the stereotyped answer to all 
problems: federal intervention through 
legislation. 

“Only if there is active participa- 
tion by an alerted citizenry in the state 
and local conferences on aging can an 
objective program be developed to 
study and solve the problems that 
exist. 

“I personally believe that even be- 
yond participation in state and local 
conferences on aging that each of us, 
“1 regardless of party, must begin to take 
“1 amore active interest in politics. Over 
the years the word ‘politics’ has ac- 
~} quired some unsavory connotations to 
*~}| many people, but remember that poli- 


rating 


en of 
e, that 
Cools 
og Not 
ASES a 
>r that 
rtment 


be ps tical participation is the very heart of 
f the | Ur system of government. 
staan “Action at the local political level— 


“| in the party of your choice—can have 
far-reaching effects, through the coun- 
ty and state organizations, which 


ee eventually will be felt in Washington. 
kn Only through active expression of 
ck in interest can we keep our representa- 


tives in government informed as to 
the real desires of their constituents. 


Most Want Sound Government 


“IT am convinced that most citizens 
want sound government and balanced 
budgets, but unless their influence is 
group felt by participation, their voices will 

not be heard. Being a good citizen 
1 means acceptance of the _ responsi- 
bility of making our political system 
work and only you can assure its 
success.” 

Mr. Everett ridiculed that concept of 
everybody suddenly becoming depen- 
dent on a paternalistic government 
“the moment we reach 65.” 

ES “Undoubtedly, there are some of the 
current aged group in need of assist- 
ance, as evidenced by the fact that 
2% million persons are receiving old- 
age assistance,” he said. “Others may 
00. be on the borderline and slip into the 
area of need. Shouldn’t we direct our 
0 attention to those in need and limit 
‘ the use of public funds—taxes, if you 
will—_to areas of established need? 
0. Blanketing citizens under a welfare 
program—whether through social se- 


0 curity or any other method—without 
' regard to need represents an ineffici- 
ent use of tax funds and well could 
0. impair the ability of our economy to 
finance necessary government func- 

0 tions. 


“I’m certain that citizens over age 
65 do not wish to be segmented and 
0. classed as a neglected portion of soci- 
ety. On the contrary, most of them are 
0 proud to own their homes, to be self- 

; sufficient, and to continue to live in 
and serve the communities of their 
0. choice as would any other citizen at 
any age. Most of all, they don’t want 
political handouts to buy their votes.” 


Colo. Agents Set Annual 
For Glenwood Springs 


0 Colorado Assn. of Life Underwriters 
: will hold its annual meeting June 
" 10-11, Hotel Colorado, Glenwood 
: Springs. 

“Success Vignettes” and “Viewing 
the Issues of the Sixties” will be 
featured the first day. Ann Bickerton, 
director field services NALU, will 
"s Speak at the evening’s presidents’ din- 
is her, 

A leadership training workshop con- 
cludes the two-day meeting. 
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Hanson Is Chairman, 
Davidson New President 


Of National Travelers 
Arley F. Hanson, president of Na- 

tional Travelers Life, is retiring from 

that position, effective Aug. 1, and he 

has been elected chairman to succeed c 

William Koch. Mr. Koch will become ] f és é 

chairman emeritus and will continue aoer ompany 

as a director. 
Succeeding Mr. Hanson as president 67 WALL STREET 

will be Waid J. Davidson, who has been 

executive vice-president. NEW YORK 5, N. Y. 
In other promotions, Floyd Lowe has 

been named director of sales promo- 

tion, Howard E. Norem director of 

mortgage insurance, and Arvin DeCook BANK LOAN FINANCING SPECIALISTS 

agency secretary. Carl F. Woodmansee, 

vice-president and director of agencies, 

has been added to the board. 





Nebraska Actuaries Elect 

Nebraska Actuaries Club, at the an- BO 9-2870 Established 1922 
nual meeting at Lincoln, elected Hodge 
L. Jones, Guarantee Mutual Life, 
president to succeed John Angle, 
Woodmen A.&L. Dale R. Gustafson, 
United Benefit Life, was named sec- 
retary-treasurer. 




















SUCCESS IS... 


: ...hats off to the past (to date, we've 
- written 814 million success stories) ... coats 
g off to the future (looks like we'll make the 
4 “Best-Seller” list again this year). 


THE 


@ NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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FieNATIONAL UNDERWRITER 


LIC Observes 50th Anniversary, Dobbs Is Named President 


(CONTINUED FROM PAGE 2) 
ments for special comment. Not many 
years ago, 10% of life insurance ap- 
plicants were rejected as compared to 
less than 3% today. Every 20th policy 
issued is rated up today, but the ap- 
plicant is accepted, even with an im- 
pairment. Insurability as a problem 
may disappear in another decade, he 
said. 

There seems to be a change in the 
tide of selling the “special policy” and 
less attraction in the so-called “gadg- 
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Northwestern Mutual’s 
point of view 


profession. 
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on the C.L.U. program: 


‘The quality 


E FIRMLY BELIEVE in the Chartered 
Life Underwriter program because 
of the high standards of achievement it 
sets for the people in the life insurance 


provides broad technical and academic 
background and instills high ideals— 
cannot help but improve the entire pro- 


ets” in connection with life insur- 
ance. A swing toward more conserva- 
tive beliefs seems to be in evidence. 

An industry spokesman quoted by 
Mr. Acree said the job before the 
companies is to relieve the federal or 
state government of any further ob- 
ligation in the insurance field by pro- 
viding the coverage needed by the 
public and leaving the activities to 
the government it was best suited 
for. “If we bend our efforts a little 
further toward meeting the public 


of a company 


is reflected by its agents! 


as this—that plishment... 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 





fession and the companies that actively 
participate in it. 

We are proud of our own agents’ in- 
terest in the American College of Life 
Underwriters and their enviable accom- 


... more than one out of ten North- 
western Mutual Life Insurance Agents 
hold the C.L.U. designation. 


need, we can still hope for the Utopia,” 
he said. 

Many life insurance leaders who 
have been searching for answers that 
would be helpful to them in meeting 
the problems of the future have come 
to the stark realization that we are in 
a period of history with problems 
never before faced by any previous 
generation. In meeting the chal- 
lenge of the future and solving the dif- 
ficult problems which face the leaders 
of our nation, business leaders must 
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cease to occupy themselvevs selfishly 
with the problems of growth anq 
profits of their companies and rec. 
ognize that man was created in the 
image of God, and as such, they owe 
to Him and to themselves this respegt 
nnd recognition. Selfish dreams of 
power and prestige must be dis. 
carded and executives must set a more 
worthy goal by individually, collec. 
tively, and unselfishly placing thej 
entire talents, abilities and natura] 
resources behind a dedicated Christian 
government at all levels. 


Must Speak With Authority 


“Our united voices must speak with 
authority, in a time of humility, to 
every area in which our individual ang 
company lives touch the rest of the 
world,” Mr. Acree stated. “One per. 
son or one company would not make 
an impact, but with responsible an 
informed leadership and with the de. 
dication that must follow, we can look 
into every facet of our company op. 
eration, being sure that each com. 
munication center within each com. 
pany knows where it has been and 
where it is going—and _ why’ 

The need for maintaining the high 
ideals and unique character of Life 
Insurers Conference following _ its 
half century of operation was pointed 
out by Martin W. Williams, executive 
vice-president, in his annual report, 
He referred to the study which had 
been made of conference operations 
by the special committee of past presi- 
dents appointed for the particular pur- 
pose of assessing its place in the in- 
dustry. 


Have Unique Operation 


“As we come to the close of a half 
century of service, I think it must be 
acknowledged that we have a rather 
complex and certainly a unique op- 
eration,” he stated. “The decision of 
your executive committee to continue 
to follow these same principles and 
concepts does not represent any degree 
of naivete.” 

There are some things which can 
be lost by changing the character and 
objectives of the Conference, he said. 
The unity can be changed by inviting 
new companies not compatible with 
the present membership and not hav- 
ing the same community of interest. 
The character and closeness of the 
membership can be lost by building 
just for bigness sake. The position in 
the industry could be gradually lost 
through loss of perspective. To mimic 
other associations would be fallacious 
in a competitive race for services. The 
spirit of organization can _ be lost 
through failure to understand and ap- 
preciate the true composition of the 
membership by misguided leadership. 

“For those who would seek bigness 
and a different type of Conference 
prestige, let them be prepared to fi- 
nance a large budget and a large staff,” 
he said. “As they move into such, 
services will become impersonal, com- 
panies will want most of the work 
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VARIABLE DOLLAR 


counsel and aids on 
sales training, advertis- 
Take Me Vale Maal-ecdal-laleleilal:) 


KALB, VOORHIS & CO. 


Members: New York Stock Exchange 
American Stock Exchange ( Assoc.) 


1037 Woodward Bldg., Washington 5, D.C. 
REpublic 7-2424 
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one for them in order to get their 
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Jr., chairman, department of insur- 


Independent Life & Accident has 
made a_e scholarship available. Dr. 


ll 


a program of high ideals for the better- 
ment of humanity. They recognized 


oney's worth; operations will, in ance, Georgia State College of business 
and hany instances, become mechanical, administration, Atlanta, asserted in his Black asked more companies to do the that life insurance isn’t a business, but 
a gues will be measured on the scales talk which stressed the need for an same. He urged executives to give an institution. 


in the 
yY Owe 


fmaterialism, and the Conference will 


lave lost its most prized possession.” 


Most people in the world today are 


ot satisfied with life as it is and want 


change, Arthur Larson, director of 


puke University world rule of law cen- 


wp and special Consultant to President 


Kisenhower, asserted. Communism has 


jentified itself with this desire, 
whereas the American system is the 
splosive force that has liberated the 


adequate regional insurance program. 
The southeastern part of the country 
is a prime source of manpower. He 
discussed the difficulties of assembling 
a competent staff required to offer a 
curricula for the attainment of an 
MBA degree. 

There is great pressure for improv- 
ing the mathematics curricula, he 
pointed out, in the competition with 
the Soviet Union. 


their moral as well as financial support 
to the program. 

Paying tribute to the founders of 
Life Insurers Conference, H. C. E. 
Johnson, president of Interstate Life 
& Accident, stated that the Conference 
had never departed from the high 
ideals of the men who had founded it 
50 years ago and brought an end to 
the chaotic conditions in the busi- 


ness. They were men who carried out 


The charter members are Carolina 
Life, Interstate Life & Accident, Ken- 
tucky Central Life & Accident, Life of 
Georgia, National Life & Accident, 
Peninsular Life, and Southern Life 
& Health. 

The success of the combination life 
agent on his debit is the success of 
the combination companies in serving 
the public. The business is making 
great strides in bringing into the 











ymmon man socially and economical- - 
;,he said. More and more the struggle 
hketween Communism and the West 
ound the world has taken the form 
fa struggle of ideas. We must get 
ross to the people of the world what 
“he are for and what makes us tick, he 
ieclared. 


iscusses Government Role 


_| Distinguishing the various concepts 
ifthe role of government in society, 
fr. Larson said the role in the Amer- 
can system was defined by Lincoln 
sto do for the people what needs to 
te done, but only when they cannot do 
itthemselves. The concept of socialism 
is that if something needs to be done, 
let the government do it. The concept 
of the reactionary is that if something 
absolutely has to be done and it can’t 
, fe done privately, but only the govern- 
ment can do it, don’t do it at all. 
Under the old capitalistic system, it 
_|vas believed that there was an in- 
_ herent emnity between labor and 
jusiness. The capitalist had no in- 
rest in labor whatever but to make 
wt of it what he could. In the present 
American free enterprise system, busi- 
ness, labor and government are not 
fundamentally antagonistic, but ad- 
vance each other and through cooper- 
tion, advance the general welfare and 
ahieve prosperity. 
Mr. Larson pointed out that the 
communists themselves are copying 
the free enterprise system and have 
ahieved successes in the direct de- 
gee to which they have imitated the 
free enterprise system. There is not an 
once of incentive in the concept 
‘from each according to his ability and 
to each according to his need.” 
Marx, in the Communist Manifesto, 
sid that the downfall of bourgeois 


PICK AND 
CHOOSE: 


a complete line 














ntinue 
S and 
legree 





h can 
r and 
» Said. 
viting 

with 
- hav- 
terest. 











f the 
ilding society would come from too much 
on in }oductivity. The Communists do not 


take this as their text when they 
preach their doctrine to the non-com- 
munist world, however. 
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d ap- | We should not fall into the Khrush- 

f the jctev trap of a productivity race with 

rship. [Russia because we are not starting apa 

re eee eet Sas Se eee backed om modern merchandising methods! 
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such, j'Vities in Russia are devoted to in- a single source for all these lines: bile « bond 

com- |fasing farm productivity; in the life * accident « fire * casualty * group * automobile * marine + bonds. 

work |United States the government at- It’s the multiple line company pledged to the American Agency System! 


They'll respond to Security's modern insurance coverage, priced to enable you to meet direct- 
writer competition! 

They'll sign on the spot when you show them rates trimmed to today’s market — modern fea- 
tures such as monthly payments and deviated policies. 


Multiple line stock company handling all forms of personal and business insurance including 
Life « Accident © Fire e Casualty « Group « Automobile « Marine « Bonds « 


mpts to decrease production. The 
face is not with Russia—we want to be 
ur own pace-setter. 
The memorial resolutions were pre- 
ted by Y. W. Scarborough Jr., At- 
tic Coast Life. Members who passed 
y in the past year were: John E. 
Ss, Detroit Mutual; Dr. Norman B. % 
, Baltimore Life; Cecil F. Cross Sr., roment : 
id Charles E. Carrel, Lincoln Na- 

al; Yetta I. Samford, Liberty Na- 
tional: Arthur L. Coffey Sr., Life of 
Georgia: C. M. Herron and Holt Bean, 
life & Casualty, and R. Turner Ar- 
tington, Life of Virginia. 

Manpower demands of the next de- 
tade are unbelievable, Kenneth Black 
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business the right type of agent and 
winning public acceptance. The com- 
bination man uses both “tact” and 
“contact” 365 days a year. 

Mr. Johnson emphasized the im- 
portance of spirit. It is spirit he said, 
that makes the difference between a 
house or a home. 

The closing session was an open 
forum on problems of the hour. Charles 
E. Phillips, president of Equitable Life, 
D. C., 2nd vice-president, presided. 

Gustin E. Wilson, Baton Rouge hu- 
morist, convulsed the members with 
his Cajun dialect stories. 





Holiday on the Road: Most members of the 1959 General Agents’ Council spent New Year’s Day traveling to the meeting held January 2, 1960, 


in Guarantee Mutual's new Home Office at Omaha, Nebraska. 
Greeley, Colorado; C. M. Leonard—Tulsa, Oklahoma, (Vice Chairman); R. O. Kiplinger—Omaha, Nebraska, (Secretary); Bert Chan Wa— 
Honolulu, Hawaii, (Chairman); E. D. Stemsrud—Minneapolis, Minnesota; C. A. Story—Sidney, Nebraska; F. D. Savage—Dallas, Texas. 


GENERAL AGENTS’ COUNCIL: 


Sounding board for agents’ ideas 


Salesmen making policy sugges- 
tions to Home Office manage- 
ment? This is not only possible 
at Guarantee Mutual Life — it’s 
encouraged through the General 
Agents’ Advisory Council. 


The Council is a long established 
program with the company. 
Each year, seven outstanding 
general agents, selected on the 
basis of merit and geographical 
location, are asked to serve on 
the Council. These leaders meet 
with company officials as a 
“sounding board’’ to evaluate 
suggestions from the field organ- 
ization on how to improve com- 
pany policies, operations and 
services. To encourage partici- 
nation by all agents, a field-wide 
™ade for constructive 


reg 





Suggest » each year. 


HeNATIONAL UNDERWRITER 


Booster, Bankers Health & Life, best 
multilith or offset, industrial receipts 
over $5 million; Light, Peninsular Life, 
best multilith or offset, industrial re- 
ceipts under $5 million; Log, Life of 
Georgia, best printed monthly, indus- 
trial receipts over $5 million. 

Winners in the golf tournament re- 
ceived their prizes from John L. Briggs, 
Southland Life, activities chairman, 
at the banquet. They were F. G. Shep- 
ard, American United, first low gross; 
J. S. Gould, Reliable Life, first low 
net; T. B. Baxter, Rio Grande Na- 
tional, second low gross; G. W. Young, 


A welcome to the state was extended 
by Commissioner R. D. Hayes of Loui- 
siana. J. E. Fitzmorris Jr., New Orle- 
ans councilman, presented a key to 
the city to President Acree. 

Name Winning Publications 


Winning publications in the com- 
pany house organ contest were: Re- 
cord, Union National Life, La., best 
mimeographed company weekly; In- 
terstate, Interstate Life & Accident, 
best printed weekly; Progressive Re- 
view, Progressive Life. N. J., best 
mimeographed monthly; Bankers 


Council members attending the meeting were (left to right): R. J. Rotthaus— 


Guarantee Mutual has earned 
acclaim as one of America’s most 
progressive insurance com- 
panies. The company’s record- 
breaking growth is reflected in 
its growing family of enthusi- 
astic field representatives. 


Many of the policies now work- 
ing for the benefit of both agents 
and policyowners of Guarantee 
Mutual Life are a result of this 
program. 





By recognizing the importance 
of the field man’s viewpoint, | 


Agencies open in the following states: 
Iowa, Nebraska, South Dakota, Illi- 

| nois, Texas, Wyoming, California, 

| Washington, Kansas. Write to Floyd 
E. Reynolds, CLU, Superintendent of 
Agencies, Guarantee Mutual Life 
Company, 8721 Indian Hills Drive, 
Omaha, Nebraska. 
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Chairman of the 1959 General Agents’ Council, 
Bert Chan Wa, Honolulu, makes his report to | 
the 1960 General Agents’ Conference. In his 
report, the chairman summarizes the work of 
the Council and discusses questions of general 
interest to all agents. 


R. E. KIpLiNcer, 
President 


LIFE © ACCIDENT © SICKNESS © HOSPITALIZATION 











June 4. 1g June 4, 1! 


Connecticut General, second low ne 
J. P. Hanna, Health Insurance 
high gross. 

A forum for the problems of salle} 
companies drew a record-breaking q 
tendance. T. C. McCullough, presi 
of Union National, was moderaior, 

W. H. Keck Jr., Oglethorpe Life] 
showed pictures of Conference meg, 
ings over the past 13 years. 


Reports On Year 
Of Action For NAIC 


(CONTINUED FROM PAGE 1) 
come.” NAIC must plan for continue; 
activity and additional expense, }y 
observed. 

Liaison with federal governmey 
on insurance matters is demonstratej| 
Mr. Hammel said, by the attendang 
at the San Francisco meeting of rep. 
resentatives of the Department of De. 
fense (to discuss solicitation of insy. 
ance on military reservations) ; Feder, 
Trade Commission (to review tel 
Supreme Court decision in the Tray. 
elers Health Case), and Federal Hows. 
ing Authority (to confer on the neg 
for uniform minimum provisions jp 
policies used in credit transactions), 

NAIC has placed in the record ¢ 
the Senate committee on consume 
credit its position and accomplishment 
in the credit life and credit A&H fie 
NAIC was: represented at the congrey 
on prepaid health insurance sponsorei 
by American Medical Assn., and M 
Hammel, as NAIC president, served a; 
a member of the committee for the 
Ford Foundation which recommenda 
that the foundation grant a fund toa 
large university for a study of “the 
impact of pension plans on older work. 
ers.” 


Ill. Life Agents Hit 
Direct Group Writing 


At the conclusion of the annul 
meeting of Illinois Assn. of Life Under. 
writers the following resolution was 
read: “Illinois Assn. of Life Under- 
writers wishes to express its concem 
over the practices of a few of the well- 
known life insurance companies who 
are engaging in the direct writing of 
group insurance and offering substan- 
tial amounts of group life insurance 
through ‘pseudo group plans’ for trade 
associations and professional societies. 


Considerable Amount Written 


“Over the past few years there has 
been a considerable amount of this 
kind of business written—mostly con- 
fined to larger cases. Such practices 
appear to be on the increase. And now 
we observe them being written on or- 
ganizations in the 500 life class. 

“In some cases life insurance com- 
panies have chosen to eliminate the 
agent and look to a ‘consultant.’ By so 
doing we feel they are being dis- 
tinctly unfair to their own agents. 

“We of Illinois Assn. of Life Un- 
derwriters object to these methods by 
life insurance companies, whether the 
case be large or small, and we dedicate 
ourselves to fight these trends.” 


Service Guide » | 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 














30 N. LaSalle St. Chicago 2, Ill. 


Financial 6-9792 
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Gerhard C. Krueger, Equitable Life of Iowa, Chicago, retiring president (3rd 
from left), presenting gavel to his successor to the office, James T. Kenny, 
Metropolitan, Ottawa. Others in picture, from left, are George H. Schuermann, 
Union Central Life, Chicago, the new secretary-treasurer; William E. North, 
general manager New York Life, Evanston, vice-president of NALU, and C. F. 
Stansberry Jr., Northwestern Mutual Life, Plainfield, the new administrative 


LIFE INSURANCE EDITION 


vice-president. 


By WILLIAM H. FALTYSEK 


Considerable stirring and stretching 
emanating from the annual meeting 
of Illinois Assn. of Life Underwriters 
at Decatur last week seem to indicate 
that a semi-dormant giant is again 
awakening to its size, strength and 
position in state insurance circles. Un- 
fortunately, this has not been the case 
in the past few years. It was noted, 
however, by this reporter at the semi- 
annual meeting last November that 
under the dynamic leadership of 
President Gerhard C. Krueger, Equi- 
table Life of Iowa, Chicago, things 
were beginning to move. And this 
they have done, as Mr. Krueger indi- 
cated in summing up his stewardship 
at the Decatur meeting. 

The attitude that “we are big boys 
now and don’t have to ignore bad 
things and maybe they will go away,” 
was quite evident at the day-long 
gathering held in conjunction with the 
annual sales congress of the Decatur 
association the following day. And the 
new officer slate elected seems emi- 
nently qualified to continue to move 
association affairs forward in the 
same degree they have progressed un- 
der Mr. Krueger and a real working 
team of staff, committees and regional 
vice-presidents. 


Kenny Named President 


James T. Kenny, Metropolitan, Ot- 
tawa, was named president to suc- 
ceed Mr. Krueger. Charles F. Stans- 
berry Jr., Northwestern Mutual, Plain- 
field, was named administrative vice- 
president and George H. Schuermann, 
Union Central Life, Chicago, is the new 
secretary-treasurer. Roy D. Simon, 
Penn Mutual Life, Chicago, is national 


committeeman. Gwen Sheehan remains 
executive secretary. 


This is not to say that the associa- 


tion is working at full strength as yet. 
In fact, 
left something to be desired, but the 
fire has certainly been lighted and a 


attendance at the meeting 


} full head of steam is fast building 


,, Ui 








up. 
In his report, Mr. Krueger outlined 


some of the advances the association 
has made during the previous year, 
chief among these being really tangi- 
ble results on the “problems the asso- 
tiation has had in meeting misrepre- 
sentation of policy 
Pointed out that 


contracts.” He 
“volumes of pro- 








lll. Life Assn. Gives Signs Of Renewed 
Vigor, Assuming More Positive Role 


posals and other questionable materi- 
als were sent through the cooperation 
of the members to the insurance de- 
partment for its investigation.” 

He added that on May 23 the de- 
partment sent insurance companies 
using the materials a directive cover- 
ing the situation and quoted six of the 
pertinent points: Companies must dis- 
continue any reference to other com- 
panies in their advertising and sales 
materials; all of their advertising ma- 
terial must have the approval of the 
department; the hourglass illustration 
used so frequently must not ever be 
used; advertising cannot include any 
reference to profits or profit-sharing 
terminology; they will have to discon- 
tinue any reference to investments, 

(CONTINUED ON PAGE 18) 


With a proven sales record, and if liy ing in 
one of the Provident States*, we may have 





just the opportunity you are looking for. 


WHY NOT 
HAVE ?.. 


>» Your own general agency 
>» Top commissions on 
personal production 


> Vested renewals 
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BUILD A SECURE FUTURE WITH... 
YOUR OWN AGENCY 


Built on the strong foundation of Central Standard Life’s 
new Career Contract that offers you: 


Completely vested Renewals for the 
premium paying period of the policy 
Substantial Override for general agents 


Accident and Sickness Plans— 
“your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 


* liberal underwriting 





“The secret of success is Constancy to Purpose"’ 
Benjamin Disraeli 


Our success has been achieved with our career men and women. 
In Force: $357,405,420 


Assets: $107,284,880 
Surplus: $14,591,874 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 
Agency Director. 









CENTRAL STANDARD LIFE 


Founded 1905 INSURANCE COMPANY 
211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 








FeNATIONAL UNDERWRITER 


Home Office Changes 


Northwestern Mutual Life 


J. D. Hogan, staff consultant to New 
York State Comptroller Arthur Levitt 
and research director state department 
of audit and control, has been named 
assistant director of markets research. 
Among his publications are two text- 
books: “American Social Legislation” 
and “Introductory Economic Analysis.” 


He was formerly on the faculties «f 
Russell Sage College and Syracuse 
University. 


Occidental Of California 


E. S. Sharpe has been appointed 
agencies field superintendent. For the 
past three years he has been agency 
vice-president for Northwestern Life 


in Seattle and prior to that he was 
with Dominion Life. 


Mutual Of New York 
P. J. Domenico, systems analyst in 
the electronics installation division, 
has been promoted to assistant direc- 
tor of electronics installation. He is an 
associate of Society of Actuaries. 


John Hancock 
Former assistant district managers 
appointed regional supervisors-admin- 
istration are W. P. Hannon, southern 
New England region; P. H. Mitchell, 








Give lum a rng 


When you phone 
The Man from Manhattan, 
chances are your problem iS over. 












Better phone The Man from Manhattan 


ks 
THe Manuattan Lire 24 INsuRANCE CoMPANY 


Home Office: 111 West 57th Street, New York 19, N.Y. 





at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 





standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


LSS 
Our 2nd Yi Century 
fa 


of New York, 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 
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New Jersey, New York and eastern 
Pennsylvania, and J. A. Foley, Con. 
necticut and Long Island, N. Y. Mr, 
Hannon has been at Quincy, Mass, 
Mr. Mitchell at Stamford, Conn., and 
Mr. Foley at Lynn, Mass. 


New England Life 

Guy L. Fairbanks Jr. has been ap. 
pointed director of group sales. He has 
been manager of 
the employe bene- 
fit department of 
Bowles, Andrew & 
Towne, consulting 
actuaries in At- 
lanta, and before 
that was an assist- 
ant vice-president 
of New York Life 
and an officer of 
the brokerage firm 
of Johnson & Hig- 
ins in the New 
York employe 
benefit division. 


Northwestern National 
F. L. Anton, assistant in the public 
relations and advertising department, 
has been named editor of Northwest- 
ern National News, the company’s 
weekly publication for its sales organ- 
ization. 





Guy L. Fairbanks Jr, 


Lincoln National 

New vice-presidents are H. L. Bo- 
beck, formerly 2nd vice-president of 
mortgages and real estate, and T. A, 
Watson, who has been 2nd _ vice- 
president of group. 

Promoted to 2nd vice-president are 
W. L. Gadient, assistant vice-president 
of investments; W. E. Lewis, associate 
actuary; and C. N. Walker, assistant 
vice-president. Mr. Lewis will also be 
controller and Mr. Walker will head 
the A&S department. 

N. F. Buck, associate actuary in 
research, has been advanced to actuary, 
and D. A. Thomas becomes assistant 
vice-president of the Dallas regional 
reinsurance office. He was _ assistant 
secretary and manager there. 


Massachusetts Mutual 
R. F. Cunningham and W. M. Antil, 
regional group underwriters, and R. A. 
DeSimone, group underwriter, have 
been promoted to senior group under- 
writers. 


Prudential 
Dr. R. S. Schaaf, assistant medical 
director, has been promoted to associ- 
ate medical director. He is secretary 
of Assn. of Life Insurance Medical 
Directors. 


Metropolitan Life 
W. C. McKeehan Jr. has been ap- 
pointed advertising consultant. He has 
been a vice-president of the J. Walter 
Thompson advertising agency, New 
York City. 


Union Mutual Life 
R. L. Roberts, regional group man- 
ager of the southern New England 
group office at Boston, has been ap- 
pointed director of group sales and 
service. He has also been regional 
group manager at Los Angeles. 


New York Life 
W. C. Heimburg, formerly in the 
sales promotion division of the market- 
ing department, has been appointed a 
public relations associate. 


Lutheran Brotherhood 
H. E. Gloystein has been appointed 
assistant secretary of the agency de- 
partment. 
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kt. president and transferred to the Los northern New Jersey for American Dollar Round Table and a former 
Con- jee Angeles agency department. Life of New York and. before that a director of New Orleans Life Under- 
¢. Mr, seld hanges D. D. Spear has been appointed district manager for State Farm. writers Assn. 
Mass, : t Port- 
: assistant brokerage manager at For eats ; ‘ 
y and land, Ore. He has been with Prudential. Constitution Life Midland Mutual 


nN ap- 
Te has 


State Mutual Life 


J. J. Pavelich, assistant manager at 
sno, Cal., has been appointed man- 
er there. He has also been a district 
anager for Penn Mutual Life. 

w. J. Fulkerson has been named 
ager at San Diego, where he has 
nm associate general agent for Gen- 
American Life. He is president of 

Diego Life Underwriters Round 





Prudential 

J. L. Cross and W. F. Curcuro Jr. 
have been named staff managers in 
the Belleville and East St. Louis (Il.) 
district offices, respectively. G. A. Fint 
is manager at the former agency and 
D. B. Ross at the latter. Mr. Cross 
joined the company in 1957 and Mr. 
Curcuro in 1948. 


J. F. Mallard has been appointed 
group manager at Los Angeles. He 
was with Prudential as district group 
service manager at Minneapolis. 


Provident Mutual 
A. L. Gates has been appointed dis- 
trict manager at New Orleans, where 
he has been with State Mutual Life. 
He is a member of the 1960 Million 


John M. Turner Jr. is general agent 
in charge of a new agency at Louisville. 
He has been unit manager in Louisville 
for Penn Mutual Life. 


United States Life 
August Kattermann Sr. has been 
appointed manager at East Orange, 
N. J. He has been a supervisor for New 
England Life at Hackensack. 


able and a director of San Diego 






























}&H Assn. Bankers Life, la. 
. J. W. Tausek has been named 
Manhattan Life agency manager in New York City 
A. E. Spakowski has been appointed succeeding Chet Falkenhainer who 
eral agent at Milwaukee, where he has resigned for health reasons. 
has been with Phoenix Mutual Life. 
He has been a director of Milwaukee Old Republic 
inks Jr. Wife Underwriters Assn. Daniel M. Filetti has been named 
‘ ‘ 2 general agent at Rimersburg, Pa. 
, Occidental Of California Reto 
_ | D. W. Wetherill, assistant manager Colonial Life 
public 4 Philadelphia, has been named act- F. H. Johnson Jr. has been appointed 
tment, ing manager there. He replaces J. A. resident superintendent in Pittsburgh. 
\west- [\llison who has been named 2nd vice- He has been life superintendent in 
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CONGRATULATIONS AS A 
to the 148 members of our organization who 
Antil 
f wae * Modern ... complete... 
R.A | qualified last year for the President’s Club. MOBI LE= oo elle 
have motivating . . . describes 
nder- Union Mutual’s personal 
insurance sales kit. It’s mobile, too, in the hands of men who 
are on the move. Included are all forms of life insurance plus 
»dical a new high-minimum policy, retirement income, annuities, 
ee endowments, Non-Can sickness and accident, hospitalization 
re: and major medical. We also underwrite all popular types of 
dical J po} yl 
group insurance, 
gut you don’t sell men with coverages alone. Awareness of 
2 need is what motivates prospects and we help our field men 
> has create this awareness with proven point-of-sale material. 
alter Powerful and complete, our sales kit catalyzes many sales. 
rm she ‘ ‘ ’ With it, our men carry confidence . . . confidence that they 
They did it through outstanding achievement in performance and can offer their prospects and clients the best coverage at a 
in quality of service to clients. Their dedicated philosophy is well competitive premium, 
nan- - : r sales kit is i YY wav we build better men. We build 
oan expressed in this statement from our 1960 Annual Report. ‘Our Our sales kit is mother w ty we duild etter 1¢en e builc 
ap- Shae gee ; : apy their stature in the community, and as this increases, so does 
and fundamental principle—selling insurance is a service which is their income. The result—a leader who is a credit to both 
ional | performed for the advantage of the client. And this principle himself and the Union Mutual. 
places high value on the quality of the service.’’ Congratulations 
the | to our President’s Club. 
ket UNION MUTUAL | 
“ > : : : 
CONNECTICUT GENERAL America’s 8th Oldest Life Insurance Company ~ 
Infe Insurance Company, Hartford Rolland E. Irish, President John R. Carnochan, Executive Vice President 
nted 
de- 
\LIFE/NON-CAN SICKNESS & ACCIDENT GROUP 
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HieNATIONAL UNDERWRITER 


Met's 3,000 Ordinary-Only Agents Wrote Billion In 1959 


(CONTINUED FROM PAGE 1) 
planning for the future. We recognize, 
for example, that not only is there 
need for new products but, with the 
shift in population, the need for a 
new approach to the distribution of 
agents and agencies throughout the 
United States and Canada. 

“We have created at the home office 


take a long look ahead on all fronts, 
in the home office as well as in the 
field, not simply to accept change and 
adjust to it but to anticipate and plan 
for it, carefully and aggressively, and 
also to consider the future implica- 
tions of our current decisions. This 
does not mean that we have not been 
planning in the past—we have. What 





it does mean is that we have come to 
accept the fact that long-range plan- 
ning is a paramount responsibility of 


a division with long range planning as 
its major function. The implication is 
clear here, too. We felt the need to 


KANSAS 





the company. 

“You might be interested to know 
that the first task of this long range 
planning unit was the definitization 
in written form of our company prin- 
ciples. We quickly discovered that 
there is a difference between principles 
and objectives. Objectives change. 
Principles are constant.” 

In addition to the Metropolitan in- 
surance consultant program, Mr. North 
mentioned other results of the planning 


Successful Agents first...General Agents now 


Here, with Bob Belisle—district superintendent for 
American United in Kansas City—are two general agents 
who have taken advantage of the opportunities provided 
by the company with the “partnership philosophy.” 
Kaler Bole became a top individual producer while de- 
veloping the Topeka area for his agency, and an outstanding 
trainer and supervisor of his growing staff. One of the 


a career. 


agents, says “There’s plenty of opportunity for good men 
to grow, with American United!” 

Today, American United is in the top 5% of all the nation’s life 
insurance companies, with well over $1 billion $400 million of 


business in force, and a phenomenal rate of growth. It is a good 
Company to be with—whether you're buying, selling, or building 








successful agents was Otto Schnellbacher, All American in 
basketball at U. of Kansas followed by four years of pro- 
fessional football and a year of professional basketball. Otto 
soon ranked as high in insurance sales as he had as an athlete. 
Today Schnellbacher is captain of the Topeka operation, 
with nine associate producers under his management. Bole 
has moved on to Kansas City, with a new production organ- 
ization, seven associates to share his success formula. 


Bob Belisle, with justifiable pride in his 24 full-time 
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Partnership Philosophy 


AM SN UNITED LIFE INSURANCE COMPANY ¢ HOME OFFICE: INDIANAPOLIS, INDIANA 
ALL ORDi LSS FORMS- FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
DISABILITY D RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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function, such as the new series pis situatio 
policies, new basis for compensatiy gion and 
agents, new basis of production creggtéional bas 
and improved education and trainings B&C°SSAaTY 


programs. He desirable 
The compensation plan, he saypice activiti 
some are 


provides greater incentive to improyg 
both production and conservation } momen Wil 
offering considerably greater incomg j 
opportunity for the competent aq The incre 
ambitious agent and encouraging t,ga the popu 
agent to take the fullest advantage , working po 
the expanding insurance market. p have quit 
“Another important result,” he sajgj “Both the 
“is in our basis of awarding prodyJwill require 
tion credits. In place of giving creqbe said. “H 
for the amount of insurance sold, ygwlicy plans 
now give it on the basis of the amoygiem may 
of first-year commission earnegjerhapS W 
$1,000 of credit for each $10 of anjgents will 
nualized first-year commission. his. Anoth 
e increasing I 
Predicts Important Effects der ages V 
“We believe that this will have gueeds for 
very important effect on the type gmnded mat 
insurance sold. For example, it shoyg The mos 
restore a balance of sales attentio population 
between the term and the permanenqie city and 
plans. It should also assist in sag “For one 
being made strictly on the basis ofmean that v 
policyholder needs. There is no addegin the out! 
incentive for the agent to sell ‘volumefaeas. To a 
as against needs.” will be ope 
Mr. North said Metropolitan hagof market, p 
also realized the increasing need for gad this wi 
better trained and coordinated opercruited, h 









ation in the home office as well as igslls, the f 
the field. many other 
“In consequence, we have set up @ Populatio1 


whole new series of home office trainggoesn’t tell — 
ing programs, beginning with our newthe market 
clerks and going up to three-weegNorth. By 1! 
seminars held in Princeton for middd{amilies wi 
and upper management levels, includdincomes of § 
ing vice-presidents,’ he said. “Thdmore of th 
programs are varied in content andfetionary,” 
length as well as in objective, but theyjthe competi 
are ali beamed at giving our homejintense and 
office personnel better training andlwe can shov 
supervision so that they, in turn, canfof this addit 
coordinate their efforts more effe-dio secure g: 
tively with their field associates. Bet+tection.”’ 
ter service must be the continuing : 
objective.” Discusses Ju 
Taking a look at the future, M 
North noted that the population distri- 
bution by 1970 will be radically dif- 
ferent from today’s, for the over- 
increase of 16% will bring an incre 
of only 3% in the best life insuranctreasingly ir 
market, the age 25 to 44 group. Thi¥4 limit tha‘ 
means there will be increasing pres{factory 10 y 
sure on family heads to protect andbe unduly r 
educate their children. Also, the ex}sund unde 
pected 24% increase in people over important cx 
may give greater importance to a4 “Jf the ar 
nuities and high-investment-valuqiormula, the 
policies. ither avenu 
provide deat 
the maximt 
At the same time, said Mr. Northjtrm life in 
the small expected increase in the 254our policyho 
44 age group will add to the compétitinsurance to 
tion for the added manpower needed fits, some ha 
make the increased insurance sales. jtenefits in 
“We will be forced to become M04sion systems 
efficient in our selection and trainingfindividual 
in our management techniques and iMlisue basis.” 
our control of expenses,” he predicted x 
“Automation will become more impor me For Gro 
tant, for obvious reasons. The effect 0 


Discussing 
aid “it is o 
on the amou 
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series pli situation will vary from region to 

per satingegion and require planning on a 

on cree? ional basis to a greater extent than 

trainings necessary now. For example, it may 

ke desirable to decentralize home of- 

he saipice activities on a functional basis, 
improygs SOME are doing now.” 


‘ation byyomen Will Change Picture 


r income : Y P 
tent The increasing proportion of women 


ging 7 ; the population generally and in the 
antage working population may be expected 
ket, » have quite an effect, said Mr. North. 
’ he sajgj “Both their numbers and their needs 
- prodygwill require greater sales attention,” 
Ng cregigie said. “Here, too, more appropriate 
sold, ygplicy plans and better ways to reach 
e amoungiiem may be required. For example, 
earned_jerhaps we will find that women 
0 of anggents will be the best way of doing 
n. this. Another effect will be that the 
increasing number of women living to 
jider ages will create added protection 
have gieeds for the husband and an ex- 
type g@ganded market for insurance.” 
it shoug The most striking aspect of the 
attentiogpopulation increase will be found in 
*rManenf ihe city and suburban areas, he said. 
in sabg “For one thing,” he said, “it will 
basis ofmean that we will need more agencies 
10 addegin the outlying areas of the urban 
‘volumfueas. To a considerable extent they 
wil be operating in a different type 
tan hadof market, physically and economically, 
ed fordand this will affect the type of man 
-d opergrecruited, his sales methods, what he 
ell as igfsells, the form of supervision, and 
many other things.” 
set up a Population, though very important 
ce traingdoesn’t tell the whole story about how 
our newthe market will change, said Mr. 
ee-weed North. By 1970 some 40% of America’s 
> middidfamilies will have after-tax annual 
includdincomes of $7,500 or more. This means 
1. “Thlmore of their incomes become “dis- 
ent andfcretionary,” and when this happens 
but theythe competition for it becomes more 
r homefintense and “we must plan now how 
ng andlwe can show these families that a part 
1m, canjof this additional income must be used 
> effeefio secure greater life insurance pro- 
es. Bet-4 tection.” 
atinui 










Discusses Jumbo Group 


Discussing group limits, Mr. North 
Waid “it is our feeling that limitations 
ion the amount of group life insurance, 
sich as are embodied in certain sta- 
tutes in some states, will prove in- 





i¥A limit that may have seemed satis- 


should be _ the 
important consideration. 

‘If the amount is restricted by some 
formula, the buyer may very well find 
ither avenues through which he can 
provide death benefits over and above 
the maximum legal limit on group 

Northjierm life insurance. In fact, some of 
the 254 our policyholders have turned to self- 
ympetiqinurance to obtain the desired bene- 
eded t0fits, some have incorporated additional 
sales. jtenefits in their bank-trusteed pen- 
e morésion systems, and others have obtained 
ainingfindividual policies on a guaranteed 
— issue basis.” 

— Not For Group-On-Group 
ffect 0 








Metropolitan doesn’t believe in su- 
vrimposed group to reach a desired 
maximum. The company recently 
lurned down an invitation to be the 
H th insurer on a small advertising 
gency. Nor has Metropolitan any 
ympathy for cases with an unbalanced 
®hedule heavily biased in favor of 
certain selected employes. It has not 
Wderwritten any such cases. 

Calling it basically a matter of 
‘und underwriting, Mr. North ex- 
dlained in some detail Metropoli- 
lan’s attitude on the types of groups 
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that should be considered eligible for 
group term life insurance. 

“There may be some situations 
where it might be possible to develop 
a soundly constructed group insurance 
plan even though the usual employer- 
employe relationship does not exist,” 
he said. “Examples of this type of 
situation are group insurance covering 
labor union members, members of an 
association of employers in the same 
industry and their employes, dealers 
engaged principally in marketing the 
products of one manufacturer, mort- 
gage borrowers from a particular lend- 


ing institution and the creditors of 
a vendor. 

“These are already fairly well estab- 
lished forms of group insurance and 
generally do not raise many questions 
but nevertheless we feel that they 
need to be scrutinized continuously 
from an underwriting point of view. 


Must Be Good For All 


“When we refer to underwriting, 
we mean all those qualities which 
make for sound and satisfactory re- 
sults both from the point of view of 
the individuals insured and the in- 
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surer. We think that a prime qualifi- 
cation is the cohesiveness of the group, 
so that we can be sure of genuine 
economies and advantages in the 
group approach. It is when such co- 
hesiveness is not present that we 
question whether there are any ad- 
vantages in the group approach. 

“We feel strongly that underwriting 
coverage for employes of political 
subdivisions, where there is no finan- 
cial participation by the governmental 
unit, is an unsatisfactory type of group 
insurance, and we do not participate 
in this coverage.” 





“Looks like Republic National Life has scored another FIRST, Charlie.” 


Republic National Life Now Offers 


AGENTS — GENERAL AGENTS — BROKERS 


30,000.00 


NON MEDICAL LIMITS 


After pioneering and testing $25,000.00 Non- 
Medical Limits for seven years R.N.L. is further 
increasing its sound program of liberal under- 


writing. 


Wt 


» * In formation RB. rdin 
Farag 


GENERAL AGENCY 
OPPORTUNITIES 
Contact H. R. Hunke 
Assistant Vice President and 
Director General Agencies 





THREE 





| bet we'll be posting 


BILLION 


Life Insurance in force in RECORD TIME.” 





REPUBLIC NATIONAL LIFE “seccwce Company onsss 100 


LIFE @ ACCIDENT © SICKNESS © MEDICAL AND SURGICAL REIMBURSEMENT @ HOSPITALIZATION 
GROUP © PENSION @ FRANCHISE © BROKERAGE © COMPLETE REINSURANCE FACILITIES 
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FeNATIONAL UNDERWRITER 


iil. Lite Assn. Shows New Vigor, Assumes More Positive Role 


(CONTINUED FROM PAGE 13) 
end under no circumstances must 
they make any reference to policies 
being paid up in an unreasonably short 
length of time. 

Mr. Krueger said the directive will 
unquestionably curtail to a great de- 
gree, if not completely stop, the ac- 
tivities to which the association had 
taken exception and worked so hard 


continue to send the state association 
office any materials which seemed to 
rate investigation. 

Mr. Krueger, not being a man to 
look at only one side of any question, 
warned the agents “not to succumb to 
the same practices we so readily ab- 
hor. You may question this statement, 
but be assured that in my visits to 
the department I have been confronted 


to defeat. He urged his audience to with affidavits and complaints against 


members of our own association using 
what could be called misrepresentation 
or unfair practices. 

“While few if any have been called 
into the department at this time be- 
cause of lack of adequate evidence in 
support of these infractions, you must 
remember that as an association mem- 
ber you will be watched closely and 
will rate criticism, if not revocation 
of license, just as surely as those you 








When you know 


you must provide... 





Brotherhood Provider Life Insurance gives you: 


10,000 of family 


security 


or only 50¢ a day 


Because you are a Lutheran, you can own Brotherhood 
Provider Life Insurance and at remarkably favorable rates. 
With it, comes peace of mind from having provided for 
your family’s future. Family protection, education, invest- 
ment, retirement income—all are possible with our Brother- 
hood Provider Plan. Look at these big advantages: *(Based 
on age 25. Slightly higher as you grow older.) 

@ $10,000 of permanent, dividend-paying life insurance. 

e If you die at 65, your family actually gets $16,000, yet 
you have invested only $7,208. 

e If you retire at 65, you can get $12,059 cash. 

elf you are totally disabled before 60, we pay all future 
premiums. 


for lunch. 


All this and more for an investment of just $180.20 a 
year . . . about 50¢ a day. You would pay more than this 


Right now, think about your family—your children, your 
wife—those who look up to you, depend on you. It’s reassur- 
ing to know you can turn to our Lutheran Brotherhood 
Provider when you know you must provide. 

Call your Lutheran Brotherhood representative for full 
details. Join the thousands of Lutherans who enjoy security 
and peace of mind in the bond of Lutheran Brotherhood. 


*Based on current dividend rate, which is not guaranteed. Actual amount 
may be more or less than total premiums paid. 


LUTHERAN BROTHERHOOD Life Insurance 


A legal reserve life insurance society 


Rae” WES 
wae os sae 


free e Full-color reproduction of 
Martin Luther window (18” x 24”), 
suitable for framing and display 
in home or classroom. Send your 
name and address today. 
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have criticized. Call this a victory f 
our association if you like, but alg 
make certain that our own linen ; 
clean and kept clean. The departmey 
I assure you, will be watching, an 
offenders will have to answer fy 
their transgressions.” 

Mr. Krueger noted that one of th 
greatest achievements of the outgoing 
administration was the relationshiy 
established between the departmey 
and the state association. He said thj 
was attested to in a speech by yy 
Gerber at the Rockford associatiog 
sales congress on which he congrat 
ulated the state association for thg 
help it had been to the department 
“And I might add,” said Mr. Krueger 
“that while the director and I don’ 
always agree, our relationship is mo 
than excellent and I, for one, feel tha 
he is the best we have had in the state 
of Illinois for the last 25 years.” 


Must Advise Members 


In keeping with the burgeoning 
“get tough” policy of the association, 
Mr. Krueger said that while the as. 
sociation does not wish to practice 
partisan politics it is only right to ad. 
vise the members of the interest dis. 
played by “our congressmen and sen. 
ators in Washington when asked thei 
opinions relating to specific legisla. 
tion. 

“T am now referring to the Foran 
bill,” he said, “which prompted a 
inquiry by this association as to the 
opinions of our senators and the two 
congressmen from Illinois on the House 
ways and means committee. Senators 
Dirksen and Lucas replied, and so did 
Congressman Mason. However, Thomas 
J. O’Brien, the other member, failed 
to reply to our request. A second let- 


ter was unanswered and a bulletin on ! 


the subject matter to all our locals, 
copy of which was sent to the con- 
gressman, failed in getting the desired 
result. 

“IT, therefore, maintain that this 
man is completely disinterested in 
serving his constituents and _ should, 
therefore, be considered an excellent 
candidate to earn this association's 
disapproval. I particularly urge the 
Chicago delegates to do _ everything 
possible to encourage the defeat at the 
polls of Mr. O’Brien. I think we are 
big enough to make ourselves felt, so 
let’s go to it.” 


Alliance With Other Groups 


The speaker also noted that there 
has been very close liaison with the 
other insurance associations in_ the 
state on the matter of legislative 
programs. One of these joint efforts, 
which includes Illinois Assn. of In- 
surance Agents, the mutual agents 
association and Insurance Brokers 
Assn. of Ill. has been introduced to 
improve the agents’ and brokers’ qual- 
ification bill. 

All groups involved have endorsed) 
the bill completely. 

Mr. Krueger also reported on the 
law and legislation committee ich 








held earlier in the day at which it 
was decided to offer amendments to 
sections 230, 231 and 237 of the insur- 
ance code. One amendment would put 
additional teeth in the Illinois 20-40 
group limits in what actually amounts 
to extraterritorial legislation. An- 
other has to do with group dependency 
cover to stop its further expansion, 
while still another deals with coercion. 

In the statute covering the latter 
the association wishes to add... “nor 
shall such life company require as @ 
condition of or in connection with the 
granting of a loan, that the applicant 
or borrower either directly or indirett- 
ly acquire a policy of life insuranct 
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ictory fj from: any particular company, agent or 
but algf person.” 
linen § One of the points brought out at the 
oartmen| law and legislation committee session 
lin, ang by several of the agents is that some 
swer fof of the professors in Illinois’ higher in- 
stitutions of learning are telling their 
1e of thg students on a personal basis that 
outgoing there is no need for them to buy life 
ationshig insurance while in school if they have 
partmeg no dependents or are unmarried. If 
said thi either of the latter conditions do 
by MJ prevail, they are being advised to buy 
SOciation convertible term “to protect their in- 
congrat, surability.” Later, in some of the in- 
for the formal discussions following the com- 
artmentf mittee meeting, more than one agent 
Krueger} said he made a presentation to a uni- 
I don versity student only to have the whole 
is mor thing knocked in the head when the 
feel thag student took the presentation to his 
the state| professor who told him he didn’t need 
3 any insurance. 
Dvorak Addresses Luncheon 
rgeonit) The Illinois Leaders-Round Table 
Ociationf uncheon during the annual meeting 
the as. was addressed by Frank J. Dvorak, 
practic advanced underwriting adviser of Met- 
t to ad. ropolitan, Chicago, who _ discussed 
‘est dis§ “Sales Success Procedures.” He con- 
ind sen- 
ed their 
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fined the major portion of his talk to 
closing, and said the salesman first 
“courts” the prospect and then at- 
tempts to close. 

One of the basic motivations in buy- 
ing life insurance is thanatophobia, or 
fear of death, he continued. “We have 
to ‘kill’ the prospect. Don’t be ob- 
noxious, but he has to see himself 
dead. Also, the prospect must be 
caught on a forward swing. This 
means obviating the negative reasons 
causing the backward swing, such as 
no confidence in the agent or the 
company or the future of life insur- 


ance, which can be expressed in vari- 
ous ways—insurance poor, relative in 
the business, etc. Another negative is 
‘no problem,’ such as the wife works, 
not interested, different savings plan, 
etc., or no money, can’t afford it, no 
hurry, see me later. 

“All of these objections should be 
welcomed and turned into questions. 
Every time we answer objections, we 
give the man another reason to buy,” 
he said. This creates a swing to the 
positive. 

Details of the Decatur sales congress 
will be reported in a subsequent issue. 
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Fraternal Week Is Set 


National Fraternal Congress is spon- 
soring Fraternal Week, June 12-18. 
These dates were chosen because they 
embrace June 14, Flag Day. 

The original Flag Day exercises were 
held by Bernard J. Cigrand on June 14, 
1885 in his small school house near 
Fredonia, Wis. The school has since 
been restored to its former appearance 
and condition by National Fraternal 
Flag Day Foundation, a non-profit 
corporation established by various 
Wisconsin fraternal societies. 





D. TIMOTHY NEWTON 
Special Representative, 
Fayetteville, N.C. 
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THE LOOK OF SUCCESS! 


Tim Newton has that special look that goes with success. The 
reason: He is successful! Occidental’s new Career Guidance 
Program helped him capitalize upon his real strengths. He knows 
that his Company is providing sound guidance toward a secure 
future in the life insurance business—through planned personal 
development. With Occidental’s advanced sales training, new 
sales plans and merchandising programs, Tim Newton’s con- 
tinued success is assured. Management opportunities are now 
available in Southern and Western states. Cou Browne, Execu- 


tive Vice-president can point out the open doors for you: 
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Editorial Comment 


Forwarding Fees For Bird-Dogs 


We’re not, as the heading might im- 
ply, talking about the cost of having 
your Llewellyn setter transported to 
the next field trials, but about the 
practice that some life agents follow of 
paying lawyers and accountants for 
sending them life insurance prospects. 

In some professions, the splitting of 
fees or the payment of what is known 
as a forwarding fee is widely accepted 
as ethical practice, just like the split- 
ting of commissions between’ two 
agents. For example, a lawyer in 
general practice in whose office a case 
has been initiated and on which some 
preliminary or perhaps later work has 
been done calls in another lawyer, 
perhaps a specialist in a particular 
field, because he can serve the client 
better with respect to some aspect of 
his legal problems. 

The same sort of thing may happen 
when an accountant calls in another 
accountant as a specialist to handle a 
client’s special type of situation. The 
professional man who is thus called in 
may handle the entire case thereaft- 
er, collect the entire fee and pay a 
part of it to the initiating office for 
the time spent and the work done. 

But what about the situation where 
professional lines are crossed—speci- 
fically, where a lawyer or accountant 
steers a client in need of life insur- 
ance to a certain agent? Is it proper 
for the agent to pay a forwarding fee 
and, if so, under what circumstances? 

Incidentally, we are more concerned 
here with the general principles in- 
volved than with whether an agent 
may be doing something technically il- 
legal by paying a commission to a per- 
son not licensed as a life agent or 
broker. Anybody smart enough to pass 
the bar examinations or become a 
CPA could easily pass any life agent 
examination. It is not a matter of 
technical compliance with licensing 
requirements that is mainly involved, 
though it appears that only in a mi- 
nority of forwarding-fee cases is the 
lawyer or accountant licensed as an 
agent. 

The 

sions 


practice of splitting commis- 
with lawyers and accountants 


seems to be on the increase, especially 
in big cities, and quite a few agents 
are concerned about it, though they 
admit they have neither any accurate 
way of measuring how widespread the 
practice is nor any sure-fire ideas for 
curbing it. 

The critics of what is going on feel 
that it is nothing less than buying 
business. They feel it could get out of 
hand as more and more agents give 
away more and more of their commis- 
sions to obtain business from lawyers 
and accountants who are willing to 
“play ball,’”’ but who, like some major 
league players, become increasingly 
aware of the money value of their 
services. 

Those who are most concerned about 
what may lie ahead foresee large-scale 
trafficking in clients that could be 
made to look bad for all who are in- 
volved if sensation-minded federal or 
state investigatory bodies—or the 
newspapers and magazines—got to dig- 
ging into it. 

It is true, of course, that fee-split- 
ting within the professions, such as 
law and medicine, has long been re- 
garded as unimpeachable, even though 
there is a general reluctance to dis- 
cuss it. But with intra-profession fee- 
splitting there is an element that is not 
present when the lawyer or accountant 
accepts money for recommending the 
services of someone outside his pro- 
fession: Within his profession, the pro- 
fessional man is supposed to be able 
to judge the qualifications of the col- 
league to whom he is referring clients. 

On the other hand, should the law- 
yer or accountant be considered equal- 
ly well equipped to judge the quali- 
fications of the life agent whom he 
recommends to a client? If the spot- 
light of publicity were turned on a 
lawyer who had made such a recom- 
mendation, mightn’t he find it em- 
barrassing to give a convincing explan- 
ation for his choice of this particular 
agent? Could he ascribe other reasons 
than the payment of a generous fi- 
nancial reward? Could he answer 
without embarrassment such questions 
as “What effort did you make to find 


the best qualified agent to handle your 
client’s insurance?” 

At this point, we are not prepared 
to take a position on the dangers of 
the practice. As a general thing, we 
are dubious about practices that it 
would be embarassing to disclose to a 
client. This is in line with the public 
relations maxim: “If you wouldn’t tel- 
ephone the city editor about it, don’t 
do it.” We wonder whether many law- 
yers or accountants would care to tell a 
client, “Joe Doakes, whom I’m recom- 
mending, is just the man to take care 
of your situation, and I hope you won’t 
think I’m recommending him because 
of the share of commission that I'll 
get if you buy from him.” 

Possibly those life insurance men 
who are alarmed by this development 
are foreseeing consequences that may 
not arise. But it’s a situation that seems 
worth noting and, if necessary, taking 
steps to control.—R.B.M. 





Personals 


Allen C. Steere, vice-president Lin- 
coln National Life, has been reap- 
pointed by Governor Handley to a 
four-year term on the board of Public 
Employes Retirement Fund of Indiana. 


R. Hulbert Keddington, assistant 
secretary of Beneficial Life, has been 
elected president of the Salt Lake 
City chapter of National Office Man- 
agement Assn. 


Admiral Sidney W. Souers, board 
chairman General American Life, has 
been elected to the board of governors 
of Automobile Club of Missouri. 


Frederic M. Peirce, president of 
General American Life, has _ been 
named division chairman of the 1960- 
61 campaign of United Fund of Greater 
St. Louis. 


Ernest H. Speckman Jr., director of 
policyholders service of Kentucky Cen- 
tral L.&A., has been elected director 
of the alumni association of Centre 
College, Danville, Ky. 


Franklin Briese, vice-president and 
treasurer of Minnesota Mutual, has 
been elected president of the Greater 
St. Paul Community Chest. 


Clarence J. Myers, chairman and 
president of New York Life, has been 
elected a trustee of the Committee for 
Economic Development, a non-profit, 
non-political organization of some 200 
business executives and _ educators, 
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who devote themselves to objective 
research for the promotion of stable 
economic growth and high levels of 


employment. 


Paul A. Norton, 


was made when Mr. Norton delivered 
the commencement address to the 
1960 graduating class. He was grad- 
uated magna cum laude from the 
school in 1935. 

Mr. Norton, (right) received dis- 
tinguished alumnus award from Glenn 
W. Hildreth, dean of Nebraska State 
Teachers College. 


Frazar B. Wilde, chairman and pres- 
ident of Connecticut General, has been 
made a director of Lehman Corp., a 
closed-end investment company. 


Alden S. Wood, editor of New Eng- 
land Life’s monthly newspaper for 
home office employes, the Wheel, has 
been named man of the month for May 
by the Contact Club of the Greater 
Boston Chamber of Commerce for his 
work during the chamber’s annual 
membership drive. 


Deaths 


C. R. CLEMENTS Sr., 84, former 
president and chairman of National 
Life & Accident, died at Nashville af- 
ter a brief illness. He had been honor- 
ary chairman since retiring as chair- 
man in 1953. He was one of the organ- 
izers, in 1900, of National Sickness & 
Accident Assn., nucleus of National 
L.& A. 

He became secretary and treasurer 
in 1901 and during the early years 
wrote personally all new policies by 
hand, besides keeping all company 
records. He was made vice-president 
and comptroller in 1923, becoming 
president in 1938 and chairman five 
years later. His son, C. R. Jr., is vice- 
president of field management for the 
company. 


MORGAN B. BRAINARD Jr., 54, 
senior vice-president, treasurer and a 
director of the Aetna Life group, died 
at Hartford hospital after a_ brief 
illness. His father, who died in 1957, 
was for many years president and 
later chairman of Aetna Life, and his 
great-grandfather, Eliphalet A. Bulk- 
eley, was its founder. 

Mr. Brainard joined Aetna Life in 
1927 and after experience in Aetna 
Casualty’s bond department he was 
transferred to the investment depart- 
ment in 1930 and appointed assistant 
treasurer of Aetna Life in 1935. He 
was later given the same posts in 
Aetna Casualty and Standard Fire. 
He became vice-president in 1948 and 





vice-presiden: of 
New York Life, has received the dis. 
tinguished alumnus award of Nebraska 
State Teachers College in recognition 
of “outstanding accomplishments as a 
business executive.” The presentation 
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Lnior Vice-president and treasurer in 
957. He was elected a director in 1956. 
For more than 10 years Mr. Brainard 
gs treasurer of Life Insurance Med- 
4l Research Fund. He was formerly 
commissioner of the Hartford metro- 
wlitan district and served as presi- 
ont of the Hartford board of police 
ymmissioners. He also served as 
ie-president of the board of trustees 
the Kent School and as a trustee of 
ne Oxford School. He was a director 
Hartford Steam Boiler Ins. Co. and 
ord Courant Co. 

WILLIAM D. CALLAGHAN, 69, 
mer general agent at Cleveland of 
meific Mutual Life, died there. 
WILBURN L. PAGE, director of 
blic relations of Great American 
eprve, died. He had recently been 
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and vice-president of Dallas Insurance 
Club. Before joining Great American 
Reserve in 1952, he had been with the 
Rominger Advertising Agency. 


ALBERT L. HOBBS, former general 
agent of Washington National at Oma- 
ha, died there. In the business 43 
years, he started with Great Western 
of Des Moines and continued with 
Washington National when it acquired 
the former company. 


THOMAS N. FOWLER, 66, chairman 
of Sunset Life of Olympia, Wash., until 
retiring last March, died. He practiced 
law before joining the company in 
1939. He was chairman for 10 years. 

WILLIAM B. SNYDER, 46, manager 


for Continental Assurance at Philadel- 
phia, died. He had also been with 
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96,450 shares at $5.80; American Frontier Life, Memphis, 200,000 shares at 
$8; American Penn Life, Philadelphia, 127,500 shares at $28; Aviation Employees 
Corp., Washington, (partially an insurance situation) 2,500,000 shares at $2; 
Constellation Life, Norfolk, 1,350,000 shares at $3.50; Cosmopolitan Ins. Co., 
Chicago, 58,000 shares at $5; Family Fund Life, Atlanta, 116,800 shares at 
$9; Florida Home Ins. Co., Miami. 17,500, to be offered to stockholders in 1 to 
5 basis, price to be supplied by amendment; Midwestern Indemnity, Cincinnati, 
15,832 shares at $17; National Old Line Life, Little Rock 128,329 shares of which 
43,329 are to be offered for the account of NOLLIC and 80,000 for the account of 
present stockholders, price to be furnished by amendment; National Union 
Life, Montgomery, Ala., 50,000 shares at $4; Southwest Indemnity & Life, Dal- 
las, 238,590 shares, to be offered to present stockholders on a 1 to 2% basis, 
price to come later. 

Prospective offerings include Mohawk Ins. Co., New York, first public 
offering of 75,000 shares. 

Surety Life of Salt Lake City is offering 100,000 shares of $10 par value stock 
at $170 per share. President Lewis Ellsworth notes that this is the first attempt 
to obtain paid-in capital and surplus in the company’s 24-year history. J. A. 
Hogle is the underwriter on a best-efforts basis. 


Midland Mutual Life School 





University National Dividend 


Penn Mutual Life there and at Wil- 
mington as general agent. 


ieted vice-chairman of the Southern 
sind Table of Life Advertisers Assn. 


———— 








Comments On The Insurance Field 


From The Investment Dealer’s Chair 
By LEVERING CARTWRIGHT 


Stockholders of University National 
Life of Norman, Okla., approved a 
stock dividend equal to 25% of the 
outstanding stock. Wayne Wallace, 
who was reelected president and chair- 
man, also announced a fourth year 
dividend amounting to 25% of gross 
annual premiums to the company’s In- 
vestment Master contract holders. 


Midland Mutual Life held a school 
for agents and cashiers May 23-26 at 
the home office. The school’s “faculty” 
was composed of company officers and 
administrative personnel. Subjects 
covered included various phases of 
agency operations, life and A&S un- 
derwriting, policyholders’ service and 
accounting. 


Cartwright, Valleau & Co., Board of Trade Building, Chicago. 

Good buying appeared last week in leading life insurance issues after a span 
if discouraging retreat. Company people, who measure their words, had been 
killing to vouchsafe that their own stocks represented solid values and had 
hen oversold. There was some cautious, smart accumulation and professionals 
kvered short positions, as tired holders continued to give up. 
Aetna Life, Travelers and Connecticut General particularly began to edge 
tigher. Then on Thursday Henry Beers, president of Aetna Life, albeit with 
fctuarial restraint, said that his company is doing very well indeed. He went 
) far as to employ that magic word “growth” to characterize AEL (as the 
traders call his company). The buyers became more aggressive and Aetna 
Klosed the week at 80 bid, up about 4 points from Monday. Travelers advanced 
i passu.Conn. General and Lincoln National went ahead, too, and the 
ealers commenced to stiffen up their bids and offerings on other life insur- 
ce stocks. It was too early to say that a sustained advance has been launched 
ut the tone was decidely brighter. 















See fetn eee 
The fire-casualty list, too, finished the week on a firm note. Continental 
Kasualty became scarce as it vaulted its previous all-time high mark of 72% 
dit went out Friday at 76144 bid. Home soared to 58. Mass. Bonding and 
over, on well-bottomed rumors of a prospective alliance, went ahead 
neck and neck. Tuesday morning Mass. Bonding was 43% bid and Hanover 44. 
For the rest of the year the fire-casualty group may not be able to show 
the remarkable underwriting improvement in relation to 1959 that it did in 
he first quarter. In 1959 the first three months were staggering, but there- 
yiter the experience improved consistently. In 1960 the first quarter results 
Were abnormally favorable. Nevertheless the total situation is encouraging. 
Investment income continues to mount, auguring well for dividend increases 
ater in the year. If underwriting deficits are overcome this year, then in- 
restment income becomes the earnings. Assuming an 8% increase in I. I. the 
amings from this source alone then would be for instance $2.37 for Spring- 
eld, $4 Fireman’s Fund, $8.85 Aetna Fire, $7.15 Phoenix, $4.40 Great Amer- 
tan, $4.85 Reliance and New Hampshire; $8.80 New Amsterdam, $3.60 Em- 
lloyers Group. 
‘gan- f mat | = 
It is encouraging to note the determination of life insurance leaders to re- 
_ the fundamental purposes of their service and the level premium high 
value contracts. What Mutual Life is doing in this direction is noteworthy. 
Other companies are commencing effectively to advertise the investment ad- 
fantages of the life insurance vehicle. 
Variable annuity talk, mutual funds with life insurance completion contracts, 
Feeoup insu with inflation hedges, stock with policy schemes, overreliance 
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_, hey 
~ Harvey! 


ee 
your 


opportunities 
are bigger... 





. . . at Shenandoah Life 
— a company which has 
a proven planned pro- 
gram for solid growth 





and development; one 
with which you can 


group insurance and a complex of tax devices have been static influences. 
the mighty life insurance fraternity again composes a chorus singing the 
tases of ordinary life as the backbone of family and old age security, then 
¢ insurance companies will surely be entrusted with a more appropriate 
re of the savings dollar. 








increase your earning 


ft t— 

Shepard Broad’s apparent Pel to attain a commanding position in Uni- 

Ins. Co. caused the stock of that company to drop. It had gotten up to 

6.50 when he asked for tenders at $50 for 21,000 shares. The stock closed 

itiday at $42 and was quoted Tuesday morning 4014-4314. Mr. Broad has with- 

r. his tender for Universal stock. He did not receive the 21,000 shares he 
or. 


power easier and faster. 








For full information write . . . 


G. Frank Clement, C. L. U. 
Vice President In Charge of Agencies 


Shenandoah Life 


INSURANCE COMPANY 
Home Office 
A Mutual Life Insurance Cagmpany Owned By and Operated For Its Policyholders 


fee Pie 
Wellington Equity Fund, during the six months ended April 30, eliminated 
entire investment of 3,000 shares of Ins. Co. of North America. Its insurance 
ldings now comprise 12,000 shares of Continental Casualty and 7,000 shares 
Government Employees Life. 
Dean Witter & Co. released a study on Transamerica Corp., with the com- 
t that it has “above average appeal as a long term capital growth vehicle.” 
le oper assets would be conservatively appraised at $37 per TA share, 
3 — thinks, and thus the stock has been selling at a 24% discount on Roanoke, Virginia 


ail 


Securities now in SEC registration include American Capital Life, D.C., 
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FieNATIONAL UNDERWRITER 


Commissioners Hold Annual Convention At San Francisco 


(CONTINUED FROM PAGE 1) 
ly has been accepted as such. Sponsors 


of the NAII bill evidence an opti- 
mism over its chances of success that 
would indicate they expect support 


from more than their own member- 


ship. 
Not Much Life Action 

In the life insurance area there was 
almost no action, but a model bill for 
credit life and credit A&S insurance 
was offered and put in the NAIC files 
for study later. The A&S people, while 
not required to exert themselves, had 
some meaty sessions on rentals at ter- 


minals for air trip insurance conces- 
sions; Blue Cross-Blue Shield stud- 
ies, the problem of over-insurance in 
the A&S field, and the federal em- 
ploye health insurance act. 

With Mr. Gerber not running, it is 
understood the candidates for chair- 
man of the executive committee are 
Howell of New Jersey and Hayes of 
Louisiana. Beery of Colorado will suc- 
ceed Hammel of Nevada as president, 
and Parker of Virginia will move up 
to vice-president. Premo of Connecti- 
cut is secretary-treasurer. 

One feature of the San Francisco 
meeting was the scheduling of con- 








WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 
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EDUCATIONAL DIRECTOR 


Retired General Agent 30 years experience interested in part time position. Qual- 
ified to conduct schools, prepare bulletins, build sales presentations—other Agency 
Department duties. Moderate compensation expected. Write Box P-89, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Illinois. 











PROVIDENCE AGENCY 
OPPORTUNITY 


. for qualified man with supervisory ex- 
perience to manage established Life agency of 
large, progressive eastern company. Includes 
all lines of Life, Accident and Health, Group 
coverage. Unusual financing plan and training 
program for agents. If you have field super- 
visory experience and believe you are ready 
for your own agency, write giving complete 
resume of your background. Your reply will be 
kept in strict confidence. Reply to Box P-74, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 





FSA, age 35, seeks work in medium-sized com- 
pany with greater challenge and opportunity 
than present position with large stock company 
affords. Reply Box P-90, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








REGIONAL SUPERINTENDENT—KY. 


Salary—Bonus—Overriding Commission Stock 
Ownership, for experienced life insurance man 
who wants to move up the ladder. Write Box 
P-82, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 











ferences between commissioners and 
representatives of the Department of 
Defense and the Federal Trade Com- 
mission. These additional sessions took 
place at the start of the convention and 
on Wednesday afternoon, the second 
coming at a spot reserved in the past 
few years for “publication of reports.” 
Thus the listed social activities were 
limited to a single event, the reception 
Sunday evening. But that was well 
attended. It was almost impossible to 
move, the room was so crowded. 
Failing to secure cooperation from 
Airport Operators Council of Federal 
Aviation Agency in an effort to re- 
duce rental charges paid at airport 
terminals by insurance companies, the 
NAIC subcommittee on that subject 
recommended at the San Francisco 
meeting that states take one or more 
of four courses of action “where nec- 
essary, according to what may seem 
appropriate in the circumstances.” 


Pearson Is Head 


The subcommittee, headed by Pear- 
son of West Virginia, offered a far 
above average quality report, giving 
background, documentation and a his- 
tory of what has been done in attempts 
to solve the problem. Airport Opera- 
tors Council, Washington, didn’t an- 
swer the subcommittee’s letter asking 
for a meeting, and Federal Aviation 
Agency took the position that since the 
contracts between the airports and the 
insurers were voluntary, no problem 
exists. 

“This subcommittee regrets the si- 
lence on the part of Airport Opera- 
tors Council and finds the. . . Federal 
Aviation Agency letter difficult of 
understanding so long as minimum 
flat or percentage guarantees are de- 
manded by airports in bid offerings or 
otherwise,” Mr. Pearson said in his 
report. 

The 


subcommittee observed that, 








AMERICA’S INFORMAL 
BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, a 
theatre with a CinemaScope screen. Ready soon will 


be our new 17,000 


session enjoyment The Greenbrier’s recreational facili- 
ties are unsurpassed. And our staff of experts not only 
helps in planning your program, but they also handle 
the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1960—FEB. 28, 1961. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sale «. 
Also reservation offices: New York, 17 E. 45th St., MU 2-4300 
Boston, 73 Tremont St., LA 3-4497 +» Chicago, 77 W. Wash- 
ington St., RA 6-0624 « Washington, D. C., Investment Bldg.. 
RE 7-2642 « Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 «+ Seattle, 726 
Joseph Vance Building, MU 
2-1981 « Dallas, 211 N. Ervay, 
RI 1-6814 » Los Angeles, 510 
West Sixth Street, MA 6-7581. 


WHITE SULPHUR SPRINGS » WEST VIRGINIA 


square foot exhibit hall. For after- 


THE 








ne 4. 1960 


June 4, ] 


“Without foreclosing the possibility jeral-state 
solution of this problem by volunt, iefly the T 
action of airport operators and ingfojuced. R 
ers,” certain corrective measures ; wderal Trac 
available: nt, he said 
1. Strict rate regulation of airt; C has had 
insurance. nce adverti 
2. Withdrawal of approval of airtiferred to 
insurance forms if the commissiogharers invc 
finds that the benefits are unreaggl four years 
able in relation to the premiyhy said. 1 
charged. cord for i 
3. Hearing by domiciliary commige moral su 
sioner to determine the reasonajt with FT 
rent for a given location and to g@rangement 
clare payment of rental in excess 4... 
such figure to be an unfair trade pry ry im 
tice. Progress is 
4. New York Section 213 approggi insurance 
by setting an expense limitation. stallations, 



















The subcommittee on __ insuraggte “rascals” 
problems in connection with ingtgj almost wi 
ment sales and loans, which for gogrbitant ra 
time has been faithfully recorgjgmfusion an 
auto collision classification data aqpousands of 
reporting on the progress of the pgmner said t 


fund program growing out of oyepill be able 
charges on this coverage some yepi Defense of 
ago, went through the motions ag, 
at San Francisco, but came to the gg Farmers & 
clusion that the point has been proygiensed in T 
by now, and so further reports of tj 
progress of the refund program wil] } 
eliminated. These reports were mos 
to prove that NAIC was oversee 
this program with zeal, but at th 
point even the Better Business Bure; 
has lost interest. 

The “surveillance” of auto collisig 
classification will be continued on 
once-a-year report basis. Thacher 
New York is chairman of this subcon 
mittee. 


Will Give ‘Further Consideration’ 


The credit life and credit A&H m 
del bill subcommittee, Gerber of | 
nois chairman, decided to give “ 
ther consideration” to 
























were submitted by Albert Pike 
Life Insurance Assn. in behalf of h 
organization and Health Insuran 
Assn., American Life Convention an 
Consumer Credit Insurance Assn. | 
October the subcommittee will hol 
a meeting and give the united indu 
proposals a review. 

The amendments of ALC-LIA-HI 
CCIA are of a clarifying and strength 
ening nature. The model bill is i 
effect in 22 states and the indu 
would like to have changes or a full 
amended model bill ready for th 
January sessions of the state legisla 
tures. There was some early hope th 




















the subcommittee would find it pos A 
sible to take action affirmatively 0 hat 
the amendments here rather tha 
later. - 
A suggestion by Paul Boyer, repre jur 
senting Household Finance, that th bui 
50% loss ratio bench mark be on a on 
earned-incurred basis and be writte Lif 
into the bill was opposed by the in 
dustry. It is too early to enact a los age 
ratio into the statutes, F. Josep the 
O’Regan of HIA said. It is better hanq the 
dled by administrative ruling. Arthu out 
Cade of Federal Life & Casualt 
agreed and added that he _ though I 


the idea was that 50% was to appl} 
to companies individually, not to 
business as a whole. 

The status of relations between st 
insurance regulatory authorities 
the federal government were revie 
at the joint meeting of the committ 


on preservation of state regulation 


federal liaison. ’ Ins 


Knowlton of New Hampshire 4 
alyzed the progress of the O’Mahoh 
subcommittee of the Senate, and ¢ 
scribed the contents of its report. — 

McConnell of California went ova 
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ibility § deral-state legal entanglements, 
O\UNtabiefly the Travelers Health Case, now 
10 insu nclucied. Relations of the states with 
ULeS wderal Trade Commission are excel- 

int, he said. In the last four years, 


f airty C has had 450 complaints on insur- 

nee advertising, all of which were 
f airtiybferred to the home states of the 
Mission&syrers involved. But 450 complaints 
INTeaso, four years is a “trifle,” Mr. McCon- 
Premiu&j] said. This is actually a fine 

ord for insurance advertising and 
COmmige moral suasion of NAIC in working 


2asonabiyt with FTC and the companies an 
d to dg@rangement on his subject. 
ade a itary Installations Solicitations 
Progress is being made on the issue 
approag insurance solicitation on military 
yn. . Mr. McConnell declared. 
insurangie “rascals” who have sold worthless 
1 instal EB imost worthless insurance at ex- 


for sogtbitant rates have created much 
record;gufusion and blackened the names of 
data agousands of companies. The commis- 
f the poner said there is hope that NAIC 
of ovepill be able to relieve the Secretary 
me yea Defense of this annoyance. 

Ons age _— 

. the cg Farmers & Traders Life has been 
n provgiensed in Tennessee. 

rts of th 





LIFE INSURANCE EDITION 


Indianapolis GAs Shown 
Key To Fringe Benefits 
For Professional Man 


Aside from possible passage of the 
Keogh bill or some modification there- 
of, there is nothing new in fringe 
benefits for the professional man, but 
the chances are that his tax plight 
will get better before it gets worse, Al 
Moses, assistant counsel Connecticut 
General, told members of the General 
Agents & Managers Assn. of Indiana- 
polis at the May meeting. 

The key to fringe benefits, Mr. 
Moses pointed out, is an employer- 
employe relationship. “Such a relation- 
ship can often be established if it is 
desired,” he explained. “For instance, 
while it is customary to bring young 
professional men into a firm as part- 
ners, and while that status may afford 
some ego satisfaction, they could just 
as well brought in as employes without 
affecting their income while making 
fringe benefits possible for them.” 

Under the laws of some states, he 
continued, it is even possible to effect 
an employer-employe relationship for 
senior professional personnel. In ad- 


dition, there are possibilities in cor- 
porate practice where permitted by 
state law and the ethics of the parti- 
cular profession, Mr. Moses pointed 
out. “The AMA, for instance, recog- 
nizes the corporate practice of medi- 
cine as ethical if the corporation is 
owned and controlled by physicians.” 
The Kintner-association type of ar- 
rangement will also make fringe bene- 
fits possible, but whether or not such 
an association can be formed varies by 
states. 

If an employer-employe relationship 
can be effected for professional per- 
sonnel, there are at least six attractive 
benefits available, he explained: 

1. Social Security package. “The 
package is more likely to get bigger 
than to get smaller.” 

2. Group insurance. 

3. Business health insurance. “De- 
spite the need for it, whether or not 
it is tax sheltered, it is surprising to 
find out how little of it is being 
written.” 

4. Qualified pension and _ profit- 
sharing plans. “Profit-sharing serves 
as an excellent tax pocket for the 
employer; he can make deposits when 
he has the money and skip years in 
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Conventions 


June 15-18, International Assn. of A&H Un- 
derwriters, annual, Conrad Hilton Hotel, 
Chicago. 

June 22-25, Texas Life Underwriters, Browns- 
ville. 

July 7-9, International 
Counsel, annual, The 
Sulphur Springs, W. Va. 

July 17-20, Consumer Credit Insurance Assn., 
The Greenbrier, White Sulphur Springs, 
W. Va. 

July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 

July 25-29, National Insurance Assn., 
Sheraton-Cadillac Hotel, Detroit. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 


of Insurance 
White 


Assn. 
Greenbrier, 


annual, 





which he has insufficient money 
needs the money elsewhere.” 

5. Split dollar. 

6. Deferred compensation agree- 
ments. “These should be fostered by 
the acquiescense of the Treasury in 
the Oates case.” 

Life insurance, Mr. Moses concluded, 
is usually the best method of funding 
these fringe benefits. 


or 
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North & South & East & West 


State Life nas avent appear 


A year from now will you be climbing .. . 
have found the way up is to become associated with the State Life— 
one of the fastest growing companies in the nation. Last year sales 
jumped 65% and insurance-in-force 18%. With a vigorous agency 
building program we are constantly seeking keen men who are sold 
on selling life insurance and want to reach new heights. Yes, State 
Life offers everything that it takes to interest and develop agents and 
agency managers. For the man short on experience State Life gives 
the finest training for a happy, profitable career... 
the man with experience, growth is unlimited. Write today with- 
out obligation and start climbing. 


DIHL H. LUCUS—Vice-President and Director of Agencies 
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Indianapolis 
A MUTUAL COMPANY FOUNDED 1894 












or stuck? Many agents 
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Company 








IMPACT 





The best word to describe the 
Sales power that fills the pages 


of Manufacturers Life’s new rate book 


I for increased value for your clients’ premium dollars 
through generally lower rates for most plans. 


M 


for more sales power through Q.R.S.—quantity rate 
scale which brings continuous grading of premium rates by 


policy size to all regular life and endowment plans. 


but single premiums. 


Hop 


for participating annual premium annuity— 
a new addition to our “portfolio” of famous high 
return annuity contracts. 


for appeal to the ladies—a new preferential 
rate for females for all regular insurance plans 


for change in settlement options. If, at maturity, the 
guaranteed life income is less than 103% of the income then 
obtainable under the immediate annuity rate, the company 
will pay the larger amount. (Not available in Massachusetts.) 


for a timely tip—a suggestion that you contact the nearest 


Manufacturers Life Branch and get full information on these 
and other changes that can give you new sales power in ’60. 






For further information contact your nearest Manufacturers Life Branch Office 


BRANCHES IN THE FOLLOWING CITIES: Baltimore e 
Cincinnati @ Cleveland e Columbus e 


Boise @ Boston e@ Chicago 
Denver e@ Detroit @ Flint e Hartford 


Honolulu e Indianapolis @ Lansing e Los Angeles e Miami @ Minneapolis e Newark 


Oklahoma City e Philadelphia 


e Phoenix e Pittsburgh e@ Portland e Richmond 


Saginaw @ SanDiego e SanFrancisco @ Seattle @ Spokane e Washington, D.C. 


THE 


MANUFACTURERS 


INSURANCE 





HEAD OFFICE (Established 1887) TORONTO, CANADA 


LIFE COMPANY 


55-60 
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in six years 
United 

of Omaha 
has doubled 
its insurance 
in force 





NOW! 2 BILLION DOLLARS 


Phe e {N-S'UsR AN GeBcdd iN: > OeRURIE 


In 1953, United of Omaha became the youngest life insurance com: 
pany to. reach one billion dollars of life insurance in force. Now, 
years later, United has doubled its insurance in force. . 





only six : 


Watch United in the Sixties! With its solid foundation and pro- — 
gressive ideas of protection and service, United will continue t0-... 
grow and provide outstanding service for more and more people. e 


And U nited’s Lifetime Career Contract means — extra as U nited Way t : ‘ 








Dollar Life igatenes Company * Home. Office 
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